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ORGANIZED IN 1883 


TT NUR Mutt 


GREETINGS AND CONGRATULATIONS 


to the agents of our Home State on 
the occasion of this annual convention 


demonstrated the fundamental principles of secur- 


"Tie is the fortieth year that the Security Fire has 
ity to policyholder. 


To its practice of service and security to agents is added 
all the qualities that make for that invaluable relationship 


between company and agent. 


Writing a general line of Fire and Tornado risks the Security 
Fire offers to lowa agents a strong Home State Company. 


Assets, December 31,1922 - - $1,178,100.24 
Policyholders’ Surplus - - - 412,192.76 


E. E. SOENKE, Secretary and Manager 








JAMES W. BOLLINGER, President 
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The 
Iowa National Fire Insurance Co. 


ORGANIZED BY JOHN L. BLEAKLY 
COMMENCED BUSINESS JANUARY 2, 1917 


Capital, $500,000.00 
Assets, 1,217,670.42 
Insurance in force, $80,609,356.00 


INSURES AGAINST LOSS FROM 


FIRE, LIGHTNING OR TORNADO 


F. L. MINER 
President 


Cc. M. SPENCER 


Vice President 
and Secretary 


Cc. S. VANCE 


Vice President and 
Underwriting Mgr. 


FRANK P. FLYNN 


Treasurer 


Field Representatives 


J. D. BERRY, Adjuster 
W. N. MINTONYE, General Agent 


JOHN L. PETERSON, Special Agent 
H. P. ROSSER, Special Agent 
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GUY W. ANDREWS 
President Iowa Association 


AVENPORT, IA., July 27.— 
Agents of Iowa, “out where the 


tall corn grows,” Wednes- 
day and Thursday here this week attend- 
ing the annual convention of the Iowa 
Association of Insurance Agents. The 
meeting was a every 
standpoint. The 
several excellent speakers were heard, 


spent 


success from 


attendance was large, 


plenty of time was given over to in- 
formal discussion, there was a 
turnout of company officials, and to 
nicely round off the affair, a splendid 
entertainment program was_ provided. 
There was just the proper mixing of 
business and pleasure. 
were given over 


large 


30th afternoons 
entirely to entertain- 


ment features of one sort or another, 
but the business sessions began at 7 
am. and lasted until noon. 


EFORE the convention began some 

were rather skeptical as to whether 
the breakfast conferences would be a 
success. The idea was tried out last 
year at the annual convention at Ma- 
son City. It was originated by John 
Hynes of Davenport who has just 
tetired as president of the association 
At the Mason City gathering Mr. Hynes 
Was in charge. This instead of 


, year 
just one early morning session there 


lowa Gathered at Davenport 


Annual Convention of Association Was Brilliant Affair, 
With “Open Forum” Conferences Featuring Sessions 


OFFICERS SELECTED 


PRESIDENT 


Guy W. Andrews, Sioux City 


VICE-PRESIDENT 
Robert M. Evans, Des Moines 


SECRETARY-TREASURER 
H. P. Pratt, Sioux City 


EXECUTIVE COMMITTEE 


(This committee to consist of executive officers and the following) 
John Hynes, Davenport; C. H. Kissick, Albia; E. H. Warner, Mason 
City; E. H. Mulock, Des Moines; A. Benedict, Cedar Rapids; John 


E. Hull, Ottumwa. 


LEGISLATIVE 
P. J. Clancy, Chairman, Des Moines 


and Milo R. Whipple, Cedar Rapids. 


COMMITTEE 


; Emmett F. Stenger, Davenport; 


NEXT MEETING PLACE 


Next year’s convention of the Iowa 
will be held in Sioux City. 


were two. At 7 a. m. the first morning 
there were over 125 in the dining room. 
The attendance was nearly as large the 
second morning. From 7 until 9 a.m, the 


agents were given a chance to express 


themselves. The entire time at both 
conferences was given over to the 
agents for informal discussion. In this 
way at the regular business session 


only the scheduled speakers were lis- 
tened to. Thus the subjects were di- 
vided clearly into those devoted to im- 
promptu talks, 
exchange of ideas, and the sessions de- 
the 


suggestions and an 


voted exclusively to scheduled 


speakers. 


EMBERS of the Iowa Association 
M are greatly gratified at the inter- 
est that company officials showed in this 
year’s meeting. A large number of 
Chicago managers were present at Dav- 
enport. They joined in the breakfast 
conference discussions in a friendly and 
helpful way. They gave the company 
side of any questions they were called 


Association of Insurance Agents 


Their attitude was one 
They 
helped to creat a spirit of entente cor- 
They 


showed that they were in sympathy with 


upon to discuss. 
of helpfulness and cooperation. 


diale at the breakfast conferences. 


what the Iowa Association is trying to 

do and willing to aid in solving its prob- 

lems. 
James L. 


president of 


Case of Norwich, Conn., 
the National 
hand for all 
and took an active part in the meeting. 
Mr. “A Na- 
tional Association Ideal,” was a particu- 
larly illuminating talk. 


Association, 


was on business sessions 


Case’s scheduled address 

Taking as his 
theme, “If it’s right we’re for it and if 
it’s wrong we’re against it,” Mr. Case 
set forth clearly the stand that the Na- 
tional Association is taking upon all im- 
“Why the 


address 


portant questions of the day. 
Insurance Agent?” the 
W. L. vice-president and 
general manager of the Federal Surety 
of Davenport, also made a big hit with 
agents. Mr. Taylor told the important 


part that an agent plays in the general 


given 


by Taylor, 


insurance plan. Frank L. Erion of Chi- 
cago, general adjuster of Fred S 
& ( eos 


sets. 


James 
to turn losses 
had to 


told how 
What he 


listened to by those present. 


into 


as- 


say was closely 


ra HYNES of Davenport who re- 
tires as president of the Association 
has been a hard worker for the organiza- 


tion. He has given liberally of his 
time and effort. He has brought the 
organizttion out of debt. He has in- 


creased the membership. He has made 
all who are really interested in the lowa 
Association see the importance of estab- 
lishing local boards at all of the prin- 
cipal cities of the state. His adminis- 


tration has been a successful one. He 
has been a working president. 

Guy W. Andrews of Sioux City who 
succeeds him as president will undoubt- 
edly give the association a forceful ad- 
Mr. 


host when next year’s convention is held 


ministration. will 


Andrews act as 
at Sioux City. He is an association man 


He 


organization 


in the strictest sense of the word. 
the 
during the coming year. 


is going to advance 
He will have 
M. Evans of 


Des Moines, secretary-treasurer, H. T. 


as vice-president Robert 
Pratt of Sioux City and a strong execu- 
tive committee. Mr. Andrews will fol- 
low the plan of having meetings held 
at smaller points throughout the state 
this year the creating 
local boards where an organization of 


ior purpose of 


some sort is not now in action. In sev- 
cral of the larger cities in Iowa the lo- 
cal boards have “gone dead.” They 
have simply passed out of existence be- 
An effort will 
be made this year to bring them back 
into the fold and to establish new ones 
The 


lowa Association is in good shape and 


cause of lack of interest. 


wherever this seems to be possible. 


its leadership has passed from one pair 
of efficient hands to From 
indications the organization is 
passing through what might be termed 
a revival just at and a 
year trom now will unquestionably pre- 
much 


the other. 
present 


stage present 


sent a stronger front. Interest 


quickened 
throughout the state with the result that 


in the organization will be 


the association will be larger and more 


representative than ever before 














Annual Address of th 


HOSE of you who were at Mason 

City last year, will remember the 

promises that I made when I assumed 
the office of president of your state as- 
sociation. And one promise was, that 
we were not looking to the state legis- 
lature for any favorable legislation and 
we hoped that we would receive no un- 
favorable legislation from that body, and 
this has been true. There has been no 
laws passed by the last legislature that 
was favorable or unfavorable to the in- 
surance business, and which we are very 
thankful for, and as far as I know now 
there will be none brought up, if there 
is a_ special i this winter, but 
that is something for the incoming ad- 
ministration to look after. 


session 


HEN your present officers took 

charge of the state funds, last year, 
there was quite a large amount owing 
to the National Association. We got as 
many new members as possible, and col- 
lected from them as much as we possibly 
could. And then, in February, 1 got 
out a copy of the Iowa Insurer, and 
financed it by selling advertising space 
to lowa insurance companies in that 
bulletin. I asked the agents in lowa 
who are members of our organization to 
go out in their city and collect any 
amount they possibly could, from one 
dollar up, from agents who are writing 
insurance, but did not care to join our 
organization, to be used as a state fund, 
and I received quite a lot of money from 
that source. Then I picked out four- 
teen larger towns and wrote to the 
leading agents in each city, and asked 
them to go out and see each agent that 
they could. And they responded very 
well. Several sent us amounts up to 
$50. From these sources, we were able 
to pay all debts owing to the National 
Association, to pay the bills that were 
incurred during the last session of the 
legislature, and we are turning over to 
the incoming administration an organ- 
ization that does not owe a cent to 
anybody, and has money in the treas- 
ury. I believe that is the best way to 
finance our state organization. Accord- 
ing to the Iowa hand book, there are 
3,500 agents writing insurance in lowa. 
If each agent would send the state treas- 
ury $1, we would have a fund ample 
for all of our needs, and I recommend 
the incoming administration that they 
follow out the plan I used. 


N the past, on account of the Blanch- 
ard law, the lowa agents were afraid 
to organize a local association, and for 


that reason we have not a great many 
well organized associations in the 
state of lowa. One of the first things I 
did when I became your president, was 
to hire an attorney to look up the 
Blanchard law and see whether or not 


it was iegal for lowa agents to organ- 
ize a local association. He gave me his 
written opinion, a copy of which | am 
glad to furnish anyone who would like to 
have it. In his opinion it is not illegal 
for a local association to form an organ- 
ization, as long as they do not agree as 
to the rates at which the fire insurance 
would be written. As you all know the 
lowa agents have nothing to do in mak- 
ing fire insurance rates. These rates 
are made by the Insurance Service Bu- 
reau, and while a great many of us 
would like to have the authority and 
power to reduce these rates for the bene- 
fit of our own customers, so far I have 
been unable to do so. But there are 
benefits that can come to an agent from 
local associations besides the making of 
rates, as the companies are anxious that 
the agents should have a good organiza- 
tion in each city, so that business can 
be conducted harmoniously. So I think 
it is up to those here who have no as- 
sociation in their home town to see that 
one is organized at once; get a copy 


THE NATIONAL 


UNDERWRITER 


By JOHN HYNES 


John Hynes, in the annual address 
of the president of the Iowa Associa- 
tion of Insurance Agents, gave a 
resume of the year’s work and out- 
lined some points upon which the as- 
sociation members might direct their 
efforts in the future. Mr. Hynes is 
a member of the firm of Snider, 
Walsh & Hynes, local agents at 
Davenport, Ia. He is popular among 
the agents and has always been an 
active association worker. He has 
had a profitable term of office and 
the Iowa Association has prospered 
under his direction. One feature of 
the annual gatherings of the agents 
which Mr. Hynes initiated and which 
will always be associated with his 
term of office is the breakfast con- 
ference. At last year’s convention 
Mr. Hynes inaugurated this feature 
which proved a success and was re- 
peated at each day’s session this year. 
It gets the delegates to the conven- 
tion out in the morning and enables 
them to get together for business and 
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JOHN HYNES 


social discussions at an early hour of the day. One of Mr. Hynes’ greatest 
achievements was the successful piloting of the association’s finances during 
his term of office, taking it with a deficit and leaving it with a balance. 


of the Blanchard law, and study it; have 
an attorney tell you just what this law 
means, and what we have to do to obey 
it, as we are law abiding citizens and 
do not want to violate any laws. 


T our last convention, which was 

held in Mason City, it was recom- 
mended that we organize the Speakers 
Bureau, for the purpose of furnishing 
speakers to appear before Civic Clubs 
and Chambers of Commerce, all over the 
state, to talk on insurance and fire pre- 
vention, and we did that. I think we 


have done it very successfully the first 
year, and it should be continued. We 
had a number of Iowa speakers before 
different civic clubs and we had T. Al- 
fred Fleming, of the National Board, 
who has visited nearly every important 


city in lowa, and he received a won- 
derful reception. I am in receipt of 
letters from every club where he ap- 


peared, telling me that he put over one 
of the best talks that had ever been 
made before their club on any subject. 
Mr. Fleming also broadcasted his talk 
trom broadcasting station “WOC,” lo- 


GROUP OF PROMINENT MEN 
AT THE IOWA AGENTS MEETING 





HIS group of insurance men was 
"T snapped in front of the Blackhawk 

Hotel. Julius Junge, of Davenport, 
is vice-president of the Davenport Local 
Agents’ Association. Guy W. Andrews 
of Sioux City, new president of the 
Iowa Association of Insurance Agents 
is second. The middle man is James L. 


Case of Norwich, Conn., president of 
the National association. John Hynes 
of Davenport presided over the conven- 
tion aS president of the Iowa associa- 
tion. W. R. Weir, of Davenport, is 
president of the Davenport Local Asso- 
ciation. They are all a fine lot of men 
and noted for their good looks. 


July 27, 1993 
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President 


cated at Davenport. So I think, taking 
it as a whole, it was a success, a 
should be continued, and it is up to th 
leading agents in every city to see that 
they get speakers from their Organiza. 
tion to speak to their civic clubs, at 


least once a year, talking on the sub- 
ject of tire insurance and fire preven- 
tion. 


my opinion the state and national 
association should work closer to. 
gether and when we have a state that 
has adverse laws for instance, like the 
state of Ohio, with its monopolistic com- 
pensation law, the National Association 
should use all its force and finance in 
trying to have such a law changed, | 
do not care what kind of laws the state 
of Ohio has, if it would keep them there 
but the Federation of Labor is going 
into other states and pointing out this 
Ohio law as a model law, and trying to jn- 
troduce this kind of a law into other states 
so it keeps the agents outside of Ohio 
fighting adverse legislation all the time. | 
do not believe it is necessary to go in 
detail any more in my report, as we 
have covered the work pretty thoroughly 
in our lowa Insuror, which we were 
able to get out without any expense to 
the association by selling advertising 
space, and right here, I would like to 
say that 1 would appreciate it very 
much if the agents would try and send 
a couple of extra risks this month to 
the companies, who made it possible for 
our association to get out these bulle- 
tins. 


URING the past year, we have had 

no reports of unfair practice in the 
state with the exception of one, where 
the agent complained another agent so- 
licited his expirations after a company 
had left his office. As soon as we took 
this up with the company the matter 
was adjusted. 

1 want to thank the agents of Iowa 
who gave me. their moral and financial 
support this year, and assure them that 
I enjoyed my year’s experience as their 
president very much, and I hope the 
incoming officers will receive the same 
loyal support, and if they do, they will 
have a successful and pleasant year as 


I did. 





Suggests Board Schools 


M. F. Yakish, state agent of the Se- 
curity of Davenport, offered the sugges- 
tion at one of the informal discussions 
that a school of instruction along the lines 
of underwriting be established by local 
boards in various parts of the state. Mr. 
Yakish said in part: : 

“At each meeting some subject affecting 
the policy of certain risks in question 
should be discussed, and in this discussion 
the older members, and the better posted 
ones, should impart to those who have 
recently joined the association, knowledge 
which -will eventually, as nearly as pos- 
sible, create a uniform procedure i un- 
derwriting. There is a great deal to be 
learned in the underwriting business. The 
local agent should be posted so that he 
may render a service to his company that 
will reflect credit on an association of this 
kind. The policy should be thoroughly 
discussed and understood. Field men 
should be called in for conference and 
questions discussed at the meeting which 
will affect the underwriting principle. . 
am of the opinion that should an organr 
zation of this character be established im 
your city you could point to it with pride 
as being entitled to, and thereby create 
an incentive for those local agents that 
are not so well versed to join your asso- 
ciation, not from any selfish motive, but 
for the benefits that they might derive 
from the instructions that the older an 
better posted agents would be able to 
import to them.” 


XUM 
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Outline of National Association Ideal 


IDEAL: If it is right, we are 

for it, if it is wrong, we are against 
it, Since the beginning of time the 
success Of each individual life has been 
determined to a large degree by the in- 
fluence of some ideal. Whenever men 
have combined their interests, their tal- 
ents, and their abilities, for a common 
purpose, organizations have been formed 
and the selfsame causes which produce 
the individual success have operated for 
the benefit of the organization. 

The American insurance business had 
its beginning 100 years and more ago, 
and as a result of the consistent applica- 
tion of proper rules, customs and prac- 
tices, a century of marvelous accom- 
plishments has resulted. Many factors 
have entered into this result, but to us 
none is of greater importance, nor of 
more particular interest, than the crea- 
tion of the American agency system. 


A NATIONAL ASSOCIATION 


HE local agent has always had his 

part and his place in the business and 
as he has increased in knowledge, in- 
fluence and power, the business as a 
whole has prospered, and the American 
insurance public has received efficient, 
dependable service in an ever increasing 
measure. In the early days the local 
agent acted in an individual capacity— 
he planned alone—he thought alone— 
and he worked alone—but in the course 
of time he came to realize that “two 
minds are better than one” and accord- 
ingly he and his “competitor across the 
street” conferred occasionally to discuss 


some of the “common problems.” Other 
agents soon joined them and Local 
Boards and Local Exchanges sprang 


into being in every section of the coun- 
try. In the natural course of events, 
members of these local organizations de- 
termined that if local problems could be 
successfully served in local communi- 
ties, even so could a state association of 
local agents more efficiently influence 
public sentiment and promote construc- 
tive legislation in the several common- 
wealths. 


HEN a number of state associations 

had accordingly been organized, a 
far seeing local agent had a vision of 
the National Association. The honor of 
transforming into action such a thought 
is credited to Robert J. Brannon of Den- 
ver (but more affectionately known as 
Bob), and because of his initiative, and 
at his invitation 20 local agents met in 
Chicago in September, 1896, and organ- 


By JAMES 


James L. Case, who is now com- 
pleting his second term as president 
of the National Association of Insur- 
ance Agents, is a forceful speaker and 
careful student of the agents’ prob- 
lems. In his address before the Iowa 
agents, Mr. Case stressed the need 
at this particular time of all three 
parties to the contract, agent, com- 
pany and public, coming more closely 
into contact and following more 
closely the association’s ideal “If it is 
right, we are for it, if it is wrong, we 
are against it.”” Mr. Case has traveled 
extensively throughout the country 
during his two years term of office 
and has preached the doctrine of co- 
operation and organization to insur- 
ance agents from coast to coast and 
border to border. He sees in the two 
factors of cooperation and organiza- 
tion the cure for practically all the 
evils that now exist in the business. 
He further believes that a closer ad- 
hesion to the association’s ideal, just 
mentioned, would guide everyone in 


interested may be directed. 





ized the National Association of 
ance Agents. Its object was—and is 
(and may it ever be) “to support right 
principles and to oppose bad practices 
in insurance underwriting.” 

A quarter of a century and more has 
passed and National Association history 
has been written. “Many men and many 
minds have responded to its call and 
many more have felt its influence and 
power. Real accomplishments have far 
out-numbered failures, and today the 
National Association of Insurance 
Agents is a recognized factor in the 
insurance world. Men of ability from 
every section of the country have freely 
contributed of their knowledge, of their 
time, and of their money for the “com- 
mon good.” 


Insur- 


HEY had ideals which became the 
guiding principles of the organiza- 
tion, and had I the time, and you the 





working toward a satisfactory harmony and success in the business. In his 
Iowa address he pointed out many channels into which the efforts of those 


L. CASE 


JAMES L, CASE 





patience, hours without limit could be 
spent in considering some of them that 
have been responsible for real accom 
plishments. One of such has, however, 
so impressed me by its simple truth that 
1 purpose to recall it to your memory, 
in the hope that as a result we may 
renew our allegiance and pledge our in- 
dividual support as well to an association 
that stands, first, last, and all of the 


“If it is right, we are for it, 
but if it is wrong, we are against it,’ 
is the Ideal to which I refer. This sen 
timent became a slogan in a National 


Association convention some years ago. 
It made an impression upon me that 
has never left me and its practical ap- 
plication to National Association prin- 
ciples and policies of recent years has 
made possible many accomplishments 
that were thought to be impossible. 


Customs and practices have a very 


direct influence 


life. If 


upon an individual 


they are bad, it suffers because 


of them; if they are good, it benefits 
thereby A new insurat law in my 
native state, Connecticut, prescribes that 
I individual may become an in- 


yvetore an 
rance agent, he must be qualified so 


to act, by (a) character ) business 


abi ity, (c) reasonable knowk dge of in- 
surance contracts and insurance laws. It 

aintains that the public at large cannot 
receive the service to which it is en- 


titled unless the insurance: 
State possess sucl 


National 


igents of the 
ualifications. The 


Association say Such a law 


is both right and proper under present 
day conditions, and we are for it” and 
it offers to each and to « State as- 
sociation a model qu bill to 
assist in making possible such con- 
ditions wherever it may be passed. 
When they are properly organized and 
conducted local boards and state agents 
have demonstrated their a ility to pro- 
duce better agents he National Asso- 
ciation says: “We believe that the best 
results can only be obtained by the most 
efficient organizations ant therefore, we 
will support and cooperate with every 
properly qualified board, exchange or 
association whose ain ind object is 
worthy and sincere They are right 
and we are for then 
HAT is true of agents is often 
true of companies. There are 
agents who are good and there are 
agents who are bad. There are com- 
panies that are bad and there are com- 
panies that are good 
The National Association says: “We 
are always ready to cooperate with 
good companies and with good agents 


and we condemn as sincerely the acts and 
practices of bad agents, as 
ot bad companies. 


those 


We believe in a pol- 


do we 


icy of conferences and cooperation as a 
means of securing better relations be- 
tween the companies, the agents and 
the public.” 

It is often said, “The public buys 
and the public pays, but the price it 
pays is often out of all proportion.” 
Frequently such a charge is true. The 
faulty, however, is usually its own and 
stupid ignorance is the cause. Just so 
long as the public will say, “When I 
have paid my premium to an agent, my 
responsibility is ended,” just so long 
will it “pay the bill” without securing 
the “dollar and dollar values” to which 
it is entitled. When, however, it shall 
have become familiar with the terms 


FIRE INSURANCE OFFICIALS WHO SPOKE AT IOWA MEETING 





JOHN M. 
General 


THOMAS 
Agent, Aetna 


WwW. B. FLICKINGER 
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and conditions of the policies it buys; 
when it shall interest itself in conflagra- 
tion hazards and in fire waste in 
each community; when it shall say “fire 
protection and causalty prevention laws 
must be enforced and made effective, 
and we will do our part to make them 
so’ —then, results will follow. 

The National Association says: “The 
public at large ‘is wrong’ because of its 
ignorance of the insurance business as 
a whole. Such a condition can be 
changed by education and we believe 
that because ‘knowledge is power’ we 
are for ‘any programs that will develop 
a public consciousness for those things 
that make for safety and efficiency.” 


loss 


HE insurance problems of the day 
are many and varied and the Na- 
tional Association is constantly endeav- 
oring to study them with an honest and 
sincere purpose of ascertaining whether 
or not such conditions serve the pub- 


THE NATIONAL 


It also believes in the policy 
and 
successful means of settling such mis- 
understandings and disputes and there- 
fore, “it is for it.” 

It believes that the practice of an un- 
limited appointment of unqualified in- 
surance detriment to the 
best interests of the American insurance 
business and the American agency sys- 
tem as well, therefore, “it is against it.” 

It maintains that overhead writing and 
rebating are wrong in theory and bad 
in practice, therefore, “it is against 
them.” 

It contends that the further ex- 
tension of banks or banking institutions 
as insurance agents, is an evil and a 
menace. It is, therefore, “against” such 
appointments. 

It believes that the coercive power of 
nioney in any form when applied to the 
insurance business is an evil, and that 


lic good. 


of conferences cooperation as a 


agents is a 
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the practice should be stopped as rap- 
idly as possible, therefore, “it is against” 
coercive power. 

It believes in an adequate campaign of 
education of the public; that such a pol- 
icy is necessary and advisable and “it 
is for it” and it particularly commends 
the attractive and constructive advertis- 
ing that is now being done, by so many 
of the insurance companies in insurance 
journals and in the public press. 

It affirms that state and government 
insurance can never be as economically 
uor efficiently operated as can insurance 
under private ownership, therefore, “it is 
against” all insurance of such character. 

NOUGH has been said, I am sure, to 

demonstrate that this ideal is prac- 


tical. The need of the hour is con- 
structive thought and action. Helpful 
criticism is always a benefit, but de- 


structive criticism, without a remedy, 
breeds distrust, suspicion and discord. 
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The record of the National Associa- 
tion is one to be proud of. Its opporty. 
nities of the present day are number. 
less; and a future of influence and 
possibilities lies before it. 

May it be that by the experience of 
the past and the accomplishments of 
the present, that the future shall pro. 
duce a bigger and better—a stronger and 
a wiser—and a more proficient service 
giving organization. 

I am confident that if the spirit of this 
Ideal is faithfully preached and cop. 
sistently practiced in every act and deed 
—in every thought and _ utterance—ip 
every policy and principle—in season 
and out of season—the future of the 
National Association is assured. 

“If it is right, we are for it, 
it is wrong we are against it.” 
is an ideal that is both safe and sane, 
and one that the agents, the companies 
and the public at large can safely fo}. 
low. k 
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Answer to Question “Why the Agent?” 


re: HY THE AGENT?” That 
WV question is now being asked by 
a great many buyers of insur- 
ance, in these days of mutualism, recip- 
rocalism, communism and the other 
“isms” intended to promote and encour- 
age movements of “Direct from pro- 
ducer to consumer” including “mail or- 
der” insurance so when the question of 
insurance is mentioned there are many 
who say, “Why the agent?” 
lf a buyer of insurance-was to call 
upon one of our reciprocal or mutual 
friends and ask about insurance they 
would probably like the popular 
song, “Yes, we have no agents.” 


say 


N the past few years various organ- 
| izations such as our local associations 
and federations have done much to edu- 
cate the people with reference to in- 
surance. But the question arises in my 
mind as to whether or not the insur- 
ance man, whom our competitors would 
like to see annihilated, has taken advan- 
tage of the opportunity he has had to 
educate himself in his own business. No 
man is competent to educate others on 
any subject if he is not educated on 
the subject himself. 

I am one who has always contended 
that the agent can earn all of that por- 
tion of the premium that he gets, if he 
will. I don’t mean to say that all agents 
do earn the commission that they get 
and because they do not earn the com- 
mission they get the buyers of insur- 
ance are looking to mutuals and recip- 
rocals to save the agent’s Commission. 


AM frank to say that I am against 

the agent who wants the commis- 
sion and is unwilling to educate himself 
so that he will be looked upon as a man 
of profession rather than an ordinary 
agent capable only of delivering a policy 
and collecting for it. I have much less 
use for the cut-rate agent, such an agent 
is merely an order-taker and not a sales- 
man. I want to tell you that if the 
American agency system is to survive 
it is going to be because of the energetic 
men who are willing to keep themselves 
fully posted and make their services 
more and more valuable to their clients. 
An insurance salesman should estab- 
lish for himself a reputation as have 
doctors, lawyers and bankers; if a busi- 
ness man has a financial proposition on 
which he seeks advice he goes to a 
banker; if he is sick he goes to a good 
physician; if he wants legal service he 
looks up a good lawyer. Why not 
bring the profession of the insurance 
agent up to the same standard so when 
a business man wants expert insurance 
advice he will seek an expert insurance 
man in his own town, without giving 
the mail order mutual a thought? 

OW, the only way we can make 
N ourselves, as agents, so useful to 


the community that the people will 


oe Ws bs 


William L. Taylor, vice-president 
and general manager of the Federal 
Surety of Davenport, Ia., has always 
proven himself a “friend of the 
agent.” Mr. Taylor, who is known 
by his business associates as “Uncle 
Bill,” has been a company official for 
many years, but he has also been out 
among the men in the field and con- 
stantly keeps their needs and desires 
before him. Mr. Taylor is now vice- 
president and general manager of the 
Federal Surety and was formerly 
vice-president of the Massachusetts 
Bonding and has attained no small 
reputation as a casualty executive. 
Undoubtedly a great portion of this 
reputation can be credited to his en- 
viable relationship with the men in 
the field. He has always spent a 
large part of his time in the study of 
field men’s problems and conditions 
and has thus always been a friend of 
the local agent. He has done much 
to strengthen the relationship be- 
tween company and agent. 

While he has always been a staunch 
defender of the agency system and 
has done all in his ability to back the 
agent in working out his problems, he 
has also been strenuous in demand- 
ing that the agent use the advantages 


must be brought into the fold. 





want us to do business and prosper in- 
stead of getting their insurance by the 
mail order route is for us to know our 
business. 

If there is anyone of you engaged 
in the insurance business who does not 
feel that you are in a business which 
will enable you to render the greatest 
service to your country and mankind, 
or if you feel that you are in a busi- 
ness which does not rank with that of 
any other business or profession in the 
country, then my advice is to get out af 
once for you will be a failure and you 
are doing yourself and the business an 
injustice to continue. On the other 
hand, if you can sell yourself the busi- 
ness to an extent that you fully believe 
and know that you are engaged in the 
highest calling of the land, where you 
have an opportunity to render a great 


thrust before him and do his share of working out the problems. In his 
talk before the Iowa agents, Mr. Taylor, who spoke on “Why the Agent?” 
told of the absolute necessity of the agent in the insurance business, but 
also said that the agent must work out his own “salvation” as far as the 
public is concerned. He said that, while the majority of agents are earning 
all the commission they can get, there are some who are not and these 


TAYLOR 








WILLIAM L. TAYLOR 





service to your country, and give your 
clients one hundred cents worth of serv- 
ice for every dollar that they pay you, 
then you will be a success. Statistic- 
ians tell us that our business ranks sec- 
ond in the world. The railroad and the 
combined transportation industry ranks 
first and our business comes next. But, 
without our business, without the credit 
made possible by insurance, what would 
the transportation industry be? What 
would our banking industry, and any 
other industry be? When it is all 
summed up, insurance is the real founda- 
tion of all credit. If each of us en- 
gaged in the insurance business can only 
realize the part we can play in the great 
business development of our country, 
we perhaps would then appreciate that 
we are engaged in a high calling. 
Many agents ask us home office 


laborers, “How are we going to meet 
the competition of mutuals, recipro- 
cals, and the cut-rate stock companies?” 
My answer has been, “Education and 
Salesmanship.” But, the trouble | am 
afraid with the great many of our agents 
is that they attempt the salesmanship 
before they are properly educated them- 
selves. We are now living in the age 
of specialists. You never hear of a 
corporation retaining the old-fashioned 
“petty-fogging” lawyer. They take the 
up-to-date one instead. People now days 
do not employ quack doctors when they 
need an operation; they seek out the 
specialist. Now what kind of an agent 
do you want to be, the petty-fogging, 
quack or an insurance specialist? 

How many agents here today sub- 
scribe for and read at least four or five 
ef the leading insurance journals of the 
country? How many of the agents pos- 
sess a copy of the latest edition of 
“Best’s Insurance Guide and Key Rat- 
ings?” How many agents own a copy 
of the Argus and the Spectator Charts? 
How many agents here receive the Bul- 
Jetin from the Casualty Information 
Clearing House? How do you expect to 
be a specialist and not be posted? How 
many agents here are familiar with fire 
rating systems? How many agents 
know what credit on rate is given for 
various modes of fire prevention? How 
many agents can intelligently explain 
the schedule and merit rating systems 
in connection with compensation risks? 
If you do not read the periodicals and 
don’t possess these books, you are not 
educated and if you are not educated 
how in the world can you go out and 
meet the competition of the man who 

? You wouldn’t employ a lawyer who 
didn’t have a law book or text book in 
his office, and who does not read the 
monthly reports as they are published. 
If you don’t read the insurance journals, 
how do you know whether the company 
you are representing is up-to-date and 
keeping abreast of the times? The only 
way you will find out these things 1s 
when you lose a risk to a wide awake 
agent. 


is’ 


HERE has been a lot of agitation the 

last two or three years regarding a 
“Uniform Agent’s Qualification Law.” 
am in favor of such a law, but it 1s g0- 
ing to require considerable study an 
thought on the part of the agent alter 
he is qualified with the insurance de- 
partment. Whenever an agent comes to 
me and says that he lost a risk to 4 
Mutual because the assured said that 
he was able to save the agent’s com- 
mission, my reply to such an agent 15, 
“Serves you right, you should have lost 
it, and I am only sorry for your com- 
pany.” Whenever an agent admits that 
his client can save his commission on 4 
risk, such an agent is admitting that he 
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has failed to convice that client, that he, 
the agent, can render service to the 
client worth more than that portion of 
the premium that the agent gets. One 
agent asked me if I thought that a local 
agent should advertise. Absolutely, yes. 
Is it ethical in selling insurance to draw 
comparisons? Whenever it is necessary 
to refute misrepresentation. 

I know of no business where every 
detail of its operation is made public as 
is the business of insurance. Every 
state publishes a yearly report, setting 
out the operations of each company op- 
erating in the state in the most minute 
detail. Every agent operating in the 
state is welcome to one of these reports, 
and should have one in his office so that 
he can answer any question a client may 
ask and answer it correctly. 


HEN you have yourself sold on the 

insurance business, and are fully 
equipped with the knowledge of the 
business so that you can go out and 
talk it intelligently to your clients, be- 
ing able to point out the advantages 
derived from placing insurance with 
your agency, such as: A wired glass 
window here, a metal covered door there 
and a small fire wall above the roof, 
the initial cost of which is nothing com- 
pared to the annual saving on the pre- 
mium in reduced rates, or show that the 
proper guard on this or that machine 
will reduce the premium by removing 
the cause of accident; how the installa- 
tion of a burglary alarm, or a few iron 
bars across the back window will cut 
the assured’s burglary premium in two. 
It won’t be long until your client will 
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SEMI-ANNUAL STATEMENT 


“The strength of an insurance institution is 
measured by its Net Surplus to Policyholders 


Our Growth in 
NET SURPLUS TO POLICYHOLDERS 
1920 
July 1 - - $403,905.05 
1921 


July 1 - . $681,182.40 


1922 
July1 - - - - $741,214.53 
1923 
July 1 - - - - - $927,250.17 





Condensed Statement, June 30, 1923 
ASSETS LIABILITIES 


ee $ 330,415.92 CAPITAL FULLY 
150,869.02 PAID $ 775,250.00 


fi 


SURPLUS-RESERVES 
9,935.13 


Government Bonds... 
Real Estate Mortgage 


For Taxes.$ 
SEE: wow kote ene 6 629,830.00 ; ; 
For Com- 


deen : ~ ; . rcp . . ee — 
Premiums in Course missions. 57,167.34 








of Collection....... 316,042.51 For Losses 76,574.91 
Bills Receivable...... 86,431.25 For Rein- 
Interest Accrued..... 15,341.96 surance.. 335,086.79 
Otter Assets......... 21,567,25 Surplus ... 152,000.17 
Lee Hageth mites ae ss atta ot. 630,764.34 
Less Assets Not Ad- WE OWE 
Peer errs 121,637.06 For Rein- 
surance 
er $ 15,406.98 


Dividends 
Unpaid 

Current 
Accounts 

All other 


Liabilities 1,526.51 


1,413.00 
4,500.00 


22,846.49 





Net Adnritted Assets.$1.428,860.83 


$780,150.00 on Deposit with State of lowa 


$1,428,860.83 





A National Institution of Service 
W. L. TAYLOR, Vice-Pres. and Gen. Mgr. 
Home Office - - - - Davenport, lowa 
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How to Turn Losses Into Assets 





FRANK L, ERION 


General Adjuster, 


HOSE who attended the Davenport 
"T meeting were greatly benefitted by 

the talk given by Frank L. Erion of 
Fred S. James & Co., Mr. Erion spoke 
extemporaneously. His object was to 
make agents see the importance of 
turning losses into assets. He said in 
part, “The point of contact with the 
public is the loss itself. When an agent 
sells a policy he cannot describe accu- 
rately what he wants the customer to 












FIRE 


Fred S. James & Co. 






Frank L. Erion, general adjuster for Fred S. James & Company of 
Chicago is widely recognized as one of the outstanding loss authorities 


of the country. 


Mr. Erion was for many years assistant manager of the 


Western Adjustment and Inspection Company. He gave at the Davenport 
meeting of the Iowa Association, a talk on how to make assets out of losses. 
Mr. Erion explained how the local agent can actually make losses help 


him get new business. 


He told what the local agent should do both before 


and after the fire and what suggestions should be made to the assured. 


Mr. Erion’s remarks were of a decidedly practical nature. 
His suggestions were given in a clear cut and straightforward 
He made one of the best talks at the meeting. 


full of meat. 
manner. 


buy. He can offer nothing concrete. 
The haberdasher when he sells a shirt 
can show the shirt itself to the customer, 
The customer can feel it, look at it, no- 
tice the weave and texture, but an agent 
in selling a policy really is retailing ‘a 
bunch of language.’ How valuable that 
language is going to be to the policy- 
holder depends almost entirely upon the 
adjuster at the time of the loss. 


6s]N the first place the adjuster and 

the agent must be in complete har- 
mony. If there are to be any disagree- 
ments between these two they should 
take place in the agent’s office, not in 
front of the policyholder. When the 
policyholder is approached, the adjuster 
and the agent should present a united 
insurance front. Overpayment of losses 
is beneficial to no one. No thinking 
agent wants his losses overpaid. I be- 


lieve that excessive payments are at 
this time much more numerous than 
they should be but that fires due to 


arson are not as trequent as some have 
told us they are. 

When a loss occurs an agent needs 
to keep a rather clear head and to do 


His talk was 


a little thinking for himself regarding 
the loss. In Chicago the public adjust- 
ers that we have there are very willing 
to believe what their clients tell them 
about a loss and the value of the goods 
destroyed. Similarly, agents are some- 
times inclined to believe implicitly all 
that their policyholders tell them about 
it. No amount of conversations or 
comment on the part of anyone changes 
the actual amount of a loss. A loss is 
a loss and damage remains unchanged, 
no matter what is_ said. An agent 
should always take the position that 
every policy written may eventually be 
turned into a claim against the com- 
pany. An agent should write his busi- 
ness so that any may run off as 
a matter of course. The manner in 
which the business is written influences 
very largely the way in which the loss 
can be adjusted. To get right down 
to it, an agent should always see to 
it that his assured keep proper record 
of their business. An agent should 
show an assured why such record 
shovld be kept and how useful they 
would be in the event of a fire. An 


loss 


agent should advocate an inventory to 
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be taken at least twice a year and 
an appraisal to be made az least once 
a year. .Every large property owner 
should once a year have an appraisal 
made to show what he has, what it 
worth, how old it is, what use it has 
had, where it was purchased, etc. Ajj 
valuable records should be kept in 
fireproof vault. 


HE need for this was clearly brought 
out in the case of the Saxon Motor 
Company of Detroit. This concern 
had a poorly constructed vault. A big 
fire occurred. The roof caved in 
smashed the vault, and the record were 
destroyed in the flame. Then followed 
weeks and months of delay while every 
effort was made to in other ways arriye 
at the exact facts in the case. In the 
meantime the heaviest season of the 
year for automobile factories passed 
The Saxon Motor Company has never 
recovered from that fire. At the time 
of the blaze its stock was selling at 
$50 a share and can now be purchased 
for $2.50. This business disaster oe. 
curred because the records were not 
kept in an absolutely safe fireproof vault, 
It is after a fire that many policy. 
holders lose their heads. They should 
usually be told something about like 
this, ‘Because you have had a fire, you 
must not lead yourself to think that you 
can abandon this business of yours to 
the company. We are going to leave 
you with the corpse. We are going to 
pay you for the damage that you have 
had done to your plant by fire, but after 
we have given you your money, this 
business belongs to you. We are not 
taking it over. fe are simply indem- 
nifying you for your fire loss. Noy 
then, in order to cooperate with us we 
want you to separate the damaged and 
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Greetings From lowa Field Men 


Onee | In Iowa the field men are deeply interested in the welfare of the Agents’ Association. 
They believe that the agents’ organization is a constructive factor, and that it is 
it is doing much to improve the business in the state. Those whose greetings are to 
-- be found on this page stand squarely in back of the Iowa Association of Insurance 
nt Agents in all of its activities. 











: : GREETINGS—From the Field Men of 

ru Special Service THE HOME—FRANKLIN—CITY OF NEW YORK 
big to “Yours for service” 
- Lire INSURANCE COMPANY Local Agents | | O. J. DAVIS, State Agent 
eh ed OF BOSTON, MASSACHUSETTS g « 
an HARRY S. HASKINS, State Agent OE nd McCORD, Adj uster 
1 th Rooms 701-03 Hippee Bldg. A. N. Beim S. J. Mak 
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si ‘“‘We Bid You Welcome’”’ 
A A. C. HALL, State Agent | ARTHUR E. HONE 
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National Liberty Insurance Co. | 
| 











st The Netherlands Insurance Co. CLYDE C. SMITH 

al 511 Securities Bldg. Des Moines Securities Bldg. Des Moines, Iowa 
like 

, you 

t you “It’s My Privilege to Serve’’ “For Auld Lang Syne’ 


ne R. E. MACKINTOSH | 
it W. M. Waldman, %één7 Representing | 


The Pennsylvania Fire Insurance Co. of Philadelphia 




















“this Providence Washington Boone, Iowa Commonwealth Bldg. Des Moines, Iowa | | 
: not | 
dem 
Now . 
3 we Greetings ANDREW C. DALEY, State Agent | 
| and Cc. C. MOUNCE Representing | 
7 weran:-sagetootecegttel Phoenix Assurance Co. Columbia Insurance Co. 
The Phoenix Insurance Company Imperial Assurance Co. United Firemens Insurance Co. | 
200 OLD COLONY BLDG. a DES MOINES, IOWA SECURITIES BLDG. DES MOINES, IOWA | 
But cy oh ey Le ai g 8: ee ‘*Let Me Help You Put It Over’’ 
JAMES P. FELLOW JAMES S. McHUGH 
Special Agent Farm Department 
HARTFORD FIRE INSURANCE CO. HARTFORD FIRE INSURANCE CoO. 
Phone Walnut 890 601-4 Old Colony Bldg. Des Moines, lowa 601-5 Old Colony Bldg. Des Moines, lowa 
GREETINGS— To my former local agents and associate field men, 
W. M. PALMER, S tate Agen t A fond farewell, and may good fortune ever attend you. 


J. W. SWISHER, Special Agent CHARLES C. GARDNER 


Representing 
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Representing State Agent 
North British & Mercantile Insurance Company, Limited Commonwealth Insurance Co. — 
| Commonwealth Building Des Moines, Iowa Mercantile Insurance Co. of America 
IOWA STATE AGENCY CLEM NYBERG, State Agent 
of the OHIO FARMERS INSURANCE CO. 
SPRINGFIELD FIRE & MARINE INSURANCE CO. LEROY, OHIO 
C.D: Wadsworth | State Agents V. Hi. Miller | Special Agents ‘‘Let’s Get Acquainted” 








GEORGE N. SCHRUPP, State Agent THE ARGUS CHARTS 


JOSEPH C. GEHRIG, Special Agent 








Representing Complete Authoritative 
DUBUQUE FIRE & MARINE INSURANCE CoO., Reliabl 
NATIONAL RESERVE, Etc. eliapie 
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Just a progessive Western 
Company with up-to-date 
Agency helps. Fairness to 
our policyholders and 
agents thru sixteen years 
has produced results we 
are proud of. Now! we are 
prepared to add reliable 
men to our Agency Force 
in Iowa and South Dakota. 
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We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of lowa. 
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undamaged goods. We want you to 
wipe and oil any machinery that has 
been wet down by water. We want 
you to pile in one place all of the 
debris. Don’t throw it away. Leave 
it where the adjuster can toox it over 
when he gets here.’ ‘Yes, but if I do that 
the adjuster won’t pay me so much,’ 
an assured will sometimes say. The 
answer to that is ‘Well, but if you 
don’t, if you allow some of the things 
to spoil here that could easily be saved 
by you, you won’t be ahead anything 
in the end, because even if you do get 
more money out of the adjuster, you 
will lose the property itself.’ 


F the loss has occurred to a building, 
I the assured should be asked to get 
figures in detail from a reliable local 
contractor or carpenter so that the ad- 
juster can, when he gets on the scene, 
check over the figures and quickly ar- 
rive at the amount of damage. An 
adjuster is really buying ashes when he 
settles a loss. 

In the insurance business the thing 
that is probably the most complained 
of by assureds is the coinsurance clause. 
When a fire occurs there is often a 
great outcry against this portion of the 
policy by assureds. The coinsurance 
clause was born of a credit need. It 
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came into being at the request of the 
Credit Association. Without it as. 
sureds could not afford to buy a suff. 
cient amount.of insurance to get the 
credit necessary to provide protection, 
There is a story of a concern which 
had a $1,000,000 loss and had to stang 
a loss of $400,000 itself because it dig 
not carry sufhcient imsurance to meg 
the requirements of the coinsurange 
clause The head of the concern told 
his story all over town. Everyone 
heard about it. What happened? The 
agent who wrote the business made a 
trip to Chicago in an effort to Persuade 
the managers there not to insist upop 
the operations of the clause in settle. 
ment of the loss. He argued that the 
insurance business in the town would 
be ruined if this were done. His ge. 
quest was not granted. _ Instead: of the 
insurance business in the town being 
ruined it was found that there was q 
great deal of business to be written 
among concerns which had heard about 
the big loss and were anxious to haye 
their own insurance brought up to an 
amount sufhcient to comply with the 
coinsurance clause. A large number of 
new risks were written, principally be 
cause many of the merchants and man. 
ufacturers in the town were scared and 
wanted to be on the safe side by taking 
out more insurance.” : 


First Day’s Session Devoted 
Largely to Company Problems 


T the first regular business ses- 
A sion on Wednesday morning most 

of the time was given over to a 
discussion on various aspects of the 
business under the title of “Side Lights 
of the Business from the Company’s 
Standpoint,” by the various company 
officials who were present. The gather- 
ing opened with congregational singing 
and an address of welcome by Alfred 
Mueller, mayor of Davenport. W. R. 
Weir of the Weir & Meier agency of 
Davenport responded to Mr. Mueller. 
He told of the work of the local asso- 
ciation and explained that in the last 
ten years the citizens of Davenport have 
spent between $50,000 and $60,000 im- 
result that the loss ratio in Davenport 
result that theloss ratio in Davenport 
has been much lower. John Hynes then 
submitted his report as president of the 
association and in addition to his official 
paper Mr. Hynes layed some emphasis 
upon the Speakers Bureau which the 
Iowa association has organized. He 
stated that the bureau is in excellent 
running order and is in a position to 
furnish good speakers to talk on any 
branch of the insurance business at 
any time. Emmett F. Stenger, secre- 
tary-treasurer then read his report. He 





J. M. DEMPSEY 


Manager Northwestern Office 
National Underwriter Company, 








Des Moines, lowa 


stated that the graded dues system for. 
merly used in Iowa has practically been 
abandoned. 


M. EVANS of Des Moines re. 
LX ported as chairman of the legisla- 
tive committee. He said that the least 
legislation that the insurance companies 
offer is best. Mr. Evans stated that the 
lowa association wanted very much to 
pass an agents’ qualification law last 
year, but that the time was not propiti- 
ous. He said that there is need of some 
regulation of applicants for agencies, and 
at the present time companies have only 
to submit a list of those they wish to 
have licensed. Mr. Evans believes that 
the coming session of legislature may 
favorably consider a properly drawn 
agents’ qualification law. 


r an example of what some com- 
panies are doing in the direction of 
appointing incompetents as agents Mr. 
Evans cited the case of the casualty 
company which in a town of 2,000 ap- 
pointed three agents in one day when a 
contract was let. By doing this the 
company expected to get the contract 
business from at least one of its new 
representatives. None of those ap- 
pointed were insurance men. Mr. Evans 
urged that the agents of Iowa, see their 
various state senators and urge them to 
vote for the agents’ qualification bill 
that will be presented at the coming 
session of the Iowa legislature. In or- 
der to finish up the necessary business 
of the day President Hynes appointed 
these committees: 

Nominating—Milo Whipple,_ Cedar 
Rapids, chairman, and Chester E. Ford, 
Des Moines, and J. E. Hull, Ottumwa. 

Resolution—E. S. Phelps, Burlington, 
R. M. Evans, Des Moines and John 
Berwald, Davenport. : 

Next year’s meeting place—Guy W. 
Andrews, Sioux City, H. H. Thayer, 
Waterloo, and E. H. Warner, Mason 
City. 


R. WEIR of Davenport was 
W. given charge of the meeting and 
introduced the various managers ~~ 
spoke. Mr. Weir first called on W. 4 
Taylor, vice-president and general = 
ager of the Federal Surety. Mr. Taylor 
said that he favors an agents qualifica- 
tion law. He stated that companies 
should be more particular in the re 
lection of their representatives and tha 
the Federal Surety in order to hor 
thoroughly protect itself, against ie 
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E. H. WARNER 
Member Executive Committee 


ciency is using a questionnaire in con- 
nection with making appointments. It 
asks all prospective agents to fill out 
all of the questions listed in the ques- 
tionnaire. W. B. Flickinger general 
agent of the P hiladelphia Fire & Marine 
gave some of his experiences as a local 
agent at Erie, Pa. Mr. Flickinger said 
that local agents sometimes caused 
trouble regarding undesirable appoint- 
ments by m: king it impossible for com- 
panies to live in a town. He cited a 
situation which occurred at Erie some 
years ago when some agencies were sold 
out and the offices which bought them 
began the process of reducing the com- 
panies represented. In this way a large 
number of good companies’ were 
“thrown on the street,” without an 
agency in the town. When this is done 
companies are naturally resentful. They 
feel that they have a right to get busi- 
ness and that they cannot be driven out 
of town. Mr. Flickinger said that there 
should be more cooperation between 
feld men and agents regarding new 
appointments. Mr. Flickinger assured 
the agents of Iowa that a_ properly 
drawn agents’ qualification bill will get 
the support of all the companies. 


R. FLICKINGER made the point 

that local agents control and in- 
fluence a large number of votes and that 
they are an important factor in legis- 
lative matters. The agent knows the 
people. He can tell his story to them. 
It is always wrong Mr. Flickinger said 
to ask the legislator not to vote for a 
particular measure, but good and satis- 
fying reasons should be given. 

John M. Thomas, western general 
agent of the Aetna said that in any state 
association a limited number of men 
always had to carry the burden. Those 
who have the real interests of the busi- 
ness at heart, must be willing to do 
more than their share, for the reason 
that a majority will always sit back 
and criticize without making a great 
deal of effort to help. Mr. Thomas said 
that no association could hope for an 
ideal condition under which every mem- 
ber of the organization would be a 100 
percent booster. The history of all or- 
ganizations and lodges, Mr. Thomas 
said, is that the real work is carried on 
by ee netvely limited number. 

C. Boorn, assistant general agent 
of * Hartford, gave a short talk. He 
said that he favored the word agent, 
tather than insuror. M: any agents have 
adopted the word as “insuror,” as a 
sort of descriptive title, comparable to 
ere.” 

Joel Tuttle, executive secretary of the 
Southern Surety commended the Iowa 
association on its determination to or- 
Ranize a number of local boards during 
the year. Mr. Tuttle said that in every 
town there should be one man with 
fnough “guts” to start an organization 


and interest the agents in holding it 
together, 
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INTER: OCEAN REINSURANCE COMPANY 
( INTER. OCEAN , 7” 
FIRE AND ALLIED LINES REINSURANCE SURPLUS TO POLICYHOLDERS 
REINSURANCE ONLY oe ONE MILLION DOLLARS 


CEDAR RAPIDS 
lOWwA 


CEDAR RAPIDS, IOWA 





CONDITION DECEMBER 31, 1922 





ASSETS LIABILITIES 











Real estate (home office)..$ 61,280.43 Reserve for losses........ $ 95,761.80 
First mortgage loans on ° Reserve for unearned pre- 
real estate ............ 1.050,.900.00 SRE re 735,366.95 
Cotlateral loans .......... 5,000.00 reyes ao! belteiee od pememed bre 
United States bonds*..... 219,686.00 SE ees sooo 2 cstaibieasgl 
- 4 tovten® SA 170 33 ; 
Other bonds and stocks a 154,170.33 $ 844,466.44 
Cash in banks and office... 176,167.41 Capital ...... $500,000.00 
Due from insurance com- 7 Surplus ...... 539,430.19 
DEE .ecuessekusanaee 182,833.87 _o———iiine 
Accrued interest and rents 33,858.59 Treaty-holders’ surplus... 1,039,430.19 
Admitted assets ..... $1,883,896.63 $1,883,896.63 








COMPARATIVE FIGURES 


Dec. 31, 1921 Dec. 31, 1922 Gain 
Net premiums written................6- $ 637,274.78 $ 854,761.54 $217,486.76 
Reserve for unearned premiums......... 500,584.22 735,366.95 234,782.73 
Treaty-holders’ surpltis ...........0000. 1,035,697.13 1,039,430.19 3,733.06 
TT 6h wows be ecaeerweeedes 1,622,364.14  1,883,896.63 261,532.49 


*New York Insurance Department Valuations used. 




















H. R. HOWELL, Pres. R. 8. HOWELL, V.-Pres. and Sec’y- 
W. S. HAZARD, Jr., V.-Pres. H. K. MILLER, Asst. Sec’y. 


Capital $1,000,000,00 
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CEDAR LEADING LOCAL AGENTS 


Of progressiveness and dependability who have facil- 


ities for handling any and all insurance matters 
RAPIDS with efficiency and dispatch. Boosters of the Nation- 


al Association who practice its principles. 





























MALCOLM V. BOLTON & CO 
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C. C. COOK, Manager a 
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200 C. R. Savings Bank Building “2 
P. J. CLANCY E, E. CRAWFORD up 
CEDAR RAPIDS, IOWA _ _ Chairman Legislative Committee 00 Peotone! Ses ed actuate . 
[hose Who Reg istere . 
Albia—C. H. Kissick. a, hs oT Andrew Daley, Jos. pr 
Boone—W. M. Waldman, "Lowel W. H. Harrison, W. A. Har. be 
Brighton—A. J. Johnson. ae W. Faulkner, W. A. Seeley, B. js 
Brooklyn—E. A. Long. 3 Pa ndg L. E. Eldridge, Clyde C. de 
ad Burlington—E. S. Phelps. Smith, G. C. Russell, Earl W. Walker, hee 
e Cedar Rapids—M. I*. Yakish, C. R. S. H. Wherry, J. D. Carpenter, H. B. je 
301 First Avenue Lowe, Milo Whipple, L. Benedict, Don Kelly, D. Wesley Barnes, J. V. Herd, . 
Cook, J. R. Anderson, P. A. Muir, C. D. H. Manley, E. M. McKinney, R. P. pa 
t mn t W. Hook, C. J. Stewart, C. C. Cook. Osier, G. A. Ingram, F. R. Sherman, da 
Centerville—E. O. West. ded K. L. Walling, A. R. Miller, W. W. er 
INSURANCE |. S22 rancipr,. aged | 
: Chicago—A. V. Kilburg, E. C. Fra- Jack Dempsey. of 
; ; ' ? zier, Geo. A. Smith, John Chickering, Detroit, Mich.—W. Lincoln Fre 

W. B. Flickinger, H. J. ee DeWitt—]. W. Howes, M. E. Whit- pt 
George H. Bell, John M. Thomas, Wal- ney. a 
CEDAR RAPIDS, IOWA ter E. Miller, W. C. Boorn, A. Powrie, Dubuque—J. C. Gehrig, I*. W. Coates, in 
Frank L. Erion, H. E. Wright. Al Fritz, David Murphy. - 
Clinton—E. W. Darling, C. M. Good- Eddyville—Harry Miller. ns 

rick. Fort Dodge—Tom Kelley. 





Council Bluffs—J. F. McCargar. Guthrie Center—C. M. Phillips. re 
JOSEPH R ANDERSON Davenport—John Hynes, Eugene Iowa Falls—W. S. Carleton. th 
. Walsh, Geo. W. Scott, Jr., Julius Junge, Iowa City—S. A. Swisher. 








W. L. Taylor, Walter H. Stewart, W. Lansing, Mich—R. M. Taylor. ; 
L. Pettibone, James Jullally, Miss E. L. Lyons—Kk. P. Gohlmann. $3 
Everett, E. E. Soenke, J. H. Thuenen, Marengo—]. Lewis. - 
General Insurance Frank Howes, E. W. Tallmon, H. A. Marion—D. A. Stamy, FE. N. Boyd be 
Carroll, J. J. Kinnavey, Hugo Vogt, W. Mason City—G. S. Avery, Miss M. ‘ 
E. Kingsley, W. R. Weir, G. E. Meier, Carle, E. H. “ arner. » 
A. F. Petersberger, E. F. Stenger, H. Minneapolis—C. L. Phillippi. 
a — H. Vogt, L. Silberstein, M. Silberstein, Monticello—J. “H Schoon. 
807 American Trust Building Art Ruhl, A. S. Ellsworth, J. H. Ker- | Muscatine—j. W. Mark. 
ker, H. G. Lohmiller, A. Wagner, E. L. Norwich, Conn.—James L. Cas¢ 
CEDAR RAPIDS IOWA Ruhl, F. L. Waterman, F. J. Kuppinger, Omaha—H. J. Burmaster, E. C. Bei- 
’ Krank Camp, J. A. Cassidy, John Ber- mer, E. A. Reed. 
wald, Cecil Koch, Herman Heesch, R. Oskaloosa—C. D. Hutchens, T. G. 
V. McCormack, H. J. Toher, Irving Janey. 
Hanson, D. E. Spahr, T. G. Lorenzon, Ottumwa—H. E. Hull, Roy C. Rich. 





P. F. Kueser, G. Emerson, C. H. Ma- Rockford—C. N. Ingalls. 


hon, P. H. Irvine, E. R. Warmoth. Shenandoah—John 5S. Cutter. ; | 
Des Moines—J. P. Kroehnke, J. W. Sioux City—Harry Pratt, Guy W. 
e Hull, O. J. Davis, R. C. Stone, A. E. Andrews, Perey Webb, H. W. Gray. CC 


Holt, A E. Altord, F. B. Phillips, iz, c. St. Louis—-M. F. \ alentine. St 
Stewart, H. M. Ramsey, C. C. Mounce, Tipton—L. S. Maxson, C. S. Miller A 
F. H. Noble, Clam Nyberg, Wm. M. Victor—Roy H. P alee. es 
General Insurance A enc Palmer, E. A. Luther, A. J. Verran, Vinton—A. M. Wratislaw, F. J. Wrat- if 
g y Chester E. Ford, L. H. Lawrence, J. I. islaw. t 
Petty, J. C. Bauch, J. J. Wengert, Ar- Waterloo—H. V. Meyers, H. | th 
thur E. Holm, H. P. Rosser, J. R. Weatherwax, A. J. Doerfler, Lemar J. Pp 
CEDAR RAPIDS IOWA Paynter, J. E. Forbes, C. D. Wads- Duke, H. M. Howrey, Harry Surnbonk, 
’ worth, N. J. Caldwell, Joel Tuttle, J. P. C. E. Bronson, H. H. Strayer, H. © : in 


Montrose, P. W. Follett, G. A. Hol- Miller. . . 
brook, G. S. Mishler, A. C. Hall, C. F. Webster City ., x. Boeye, G. R. 
Tharp, H. L. Stanley, R. M. Evans, M. Crosley, R. W. Miller. 

S. Denman, H. s, Herbert, H. A. How- What Cheer—() i, Roland 














H.C. BURLESON AGENCY 
ag Fred M. Higley 
idelity an 


Surety Bonds General Insurance 


Insurance 


of All Forms 








514-518 Cedar Rapids Savings Bank, Cedar Rapids, la. Higley Building Cedar Rapids, Iowa 
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| Physical Inspection 


of Auto Risks 
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BROKER for a specializing auto- 

mobile company which has had a 
loss ratio of only 31 percent in spite of a 
low rate and which has been writing a 
big volume of business in Chicago and 
other big towns, gave some interesting 
facts explaining the low losses of his 
company. He said that the entire differ- 
ence was accounted for by the fact that 
his company insists on a physical in- 
spection of every car. } 

He said: “I can call up any confer- 
ence company on the phone and tell 
them I have a car to insure and they 
willrepiy, ‘Certainly, Mr. Jones. Give me 
the engine number and other facts and 
I will have the policy out to you to- 
morrow.” His company, on the other 
hand, gets the figures and then checks 
up by physical inspection of the car. 
The inspector verifies the actual engine 
number and manufacturer’s number of 
the car so that there can be no mistake. 

These inspections, said the broker, 
prove that one out of every nine num- 
bers git#n by the insured is wrong. 
“Here is a case right now,” he added, 
picking up some correspondence on his 
desk. “The engine number in this case 
was obtained from the Packard Motor 
company but inspection proved that it 
was wrong. Just where the error had 
crept in no one knows. Perhaps, on the 
date of delivery, the dealer had deliv- 
ered the wrong car. In case a car of 
this kind is stolen what chance is there 
of recovery?’ 

Another important thing about the 
physical inspection is the fact that in- 
spected cars are not frequently over- 
insured. Practically all of the evils of 
automobile underwriting can be elimi- 
nated. He said that the old established 
companies with many years of under- 
writing experience in fire insurance 
throw all their experience to the winds 
when it comes to writing automobile 
cover. He said that if he called up the 
same company to place fire risk there 
would be a very careful inspection made 
before the risk was accepted. They 
would send out their rater who would 
go over every detail carefully. 


‘ — 


Agent Tells Need of Fire 


Insurance Credit Man | 


N a recent issue of THE NATIONAL 
Unperwriter, the plan of one of the 
companies which proposes to hire a fire in- 
surance credit man, was described. 
Agents have evidenced considerable inter- 
est in the idea. Many seem to feel that 
it all of the companies had a credit man 
to supervise the collection of balances, 
the business as a whole would be im- 
proved. F. W. Bird, agent at Poteau, 
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Leading Agents of Davenport, Iowa 





holds this view, writes 
THE NATIONAL UNpeRwriter as follows: 

In a recent issue of the National Un- 
derwriter I notice an article regarding 
a “Fire Insurance Credit Man” and have 
read same with interest. 

Just why this idea has not occurred to 
the companies before is not clear to me, 
From a number of years experience in 
business before going into the insurance 
business, it is amazing to me and in this 
idea I see a remedy for certain abuses 
that have sprung up; one being the prom- 
iscuous planting of local agencies by spe- 
cial agents. 


Oklahoma, who 


If every agency plant had to be sub- 
mitted to the credit man in the home 
office and a report made by him on the 


financial and moral worth of the proposed 
agent, a lot of them would never be ap- 
pointed and those that were would be 
worth while. 

A mercantile concern will not ship 
goods to a man or firm who is not finan- 
cially responsible and just why an insur- 
ance company will plant with any man or 
firm in a town merely to get in that par- 
ticular place, regardless of the previous 
record of the proposed agent, is beyond 
me. 

Again, the practice of the home office 
and of the special agent is to discourage, 
rather than encourage, prompt settlement 
of balances. They first tell you that 45 
days is the limit, but in actual practice it 
is 90 days and even longer and if you 
don't pay, the home office merely sends 
another statement. And that is issued by 
some bookkeeper, whose idea of 
tions is vague and of little moment. 

I would like to see this idea tried out 
and know that it will be one of the means 
that the companies can use to reduce ac- 
auisition which is of such vital 
interest at this time. 


“ ‘i ° 
Praise Committees’ Work 
Favorable comment regarding the com- 
mittees which handled the Davenport 
meeting was heard on all The 
transportation and sports and entertain- 
ment committees did their work especially 


collec- 


costs, 


sides. 


well. The transportation committee was 
composed of Julius Junge, George W. 
Scott, Jr., E. F. Stenger, Frank Camp, 


Martin Silberstein and Joseph Chuemen 
of Davenport. The sports and entertain- 
ment. committee was made up of C. E. 
Meier, P. Petersberger, Arthur Ruhl and 
representatives of the Federal Surety of 
Davenport. Howard Carroll was in 
charge of the music. 
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WESTERN ASSURANCE CO. 
BRITISH AMERICA ASSURANCE CoO. 
Western Department 
FREEPORT, ILL. 
F. M. GUND, Manager 
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THE WATERLOO INSURANCE AGENCY 


LAMAR J. DUKE, Mgr. 
WATERLOO, IOWA 


Lafayette Bldg. 





EUGENE WALSH JOHN HYNES 


SNIDER, WALSH & HYNES 
General Insurance 


Representing 45 Companies 


DAVENPORT, IOWA 


A. S. ELLSWORTH JULES KERKER 


ELLSWORTH-KERKER CO. 


uccessors to 


s 
MEYER, ELLSWORTH & CO. 
No. 39 Davenport Savings Bank Building 


Telephone: Dav. 3611 DAVENPORT, IOWA 


JULIUS JUNGE CO. 


INSURANC PHONE: DAV. 63 FKLAL TORS 
107 Masonic Temple, DAVENPORT 











ED. L. RUHL C. A. RUHL J. HERBERT RUHL 


RUHL © RUHL 
All Branches of INSURANCE 
Agency Established 1862 DAVENPORT 





H. H. VOGT E. F. STENGER 


VOGT & STENGER 


Insurance of All Kinds 
DAVENPORT, IOWA 


WEIR & MEIER 7 


General Insurance—Surety Bonds 
Phone: 311 DAVENPORT, IOWA 


An Agency of Service 





W.R. WEIR MEIER 


Lane Building 

















AGGRESSIVE REPRESENTATION SOLICITED 


Geo. L. Martini Co., Inc. 


FIRE, FARM, AUTOMOBILE AND HAIL 


Brandeis Theatre Building 


OMAHA, NEBRASKA 














THE NATIONAI 








Jack Shepard, Inc. 


58 Lines of Insurance 


Commonwealth Building Des Moines, Iowa 








KOEH BROTHERS 


Safes, Files, Desks, Chairs, Printing, 
Binding, Filing Supplies 


FOURTH AND GRAND AVE. 
DES MOINES, IOWA 








ESTABLISHED 1865 


Willcox - Howell -Hopkins & Mulock 


INSURANCE 
Fire Casualty Bonds 


202 United Bank Building Des Moines, Iowa 








Phone 2404 


HERMAN C. MILLER 
INSURANCE SERVICE 


203 West Fifth Street—Russell-Lamson Hotel Building 


Ground Floor 


WATERLOO, IOWA 








Maurice A. Fogg 


Howard P. Guiney, President 
H Treasurer and Manager 


Elmer A. Turner, Secretary 
. C. MeNeil, Vice President 


Hollis B. Williford, Office Manager 


Peters, Guiney, McNeil & Powell 


Incorporated 


General Insurance 
Established 1869 


302-3 Commerce Bldg. Sioux City lowa 
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Sixth and Nebraska Sts. 


lowa Phone—Old—95 
Auto Phone—New— 1095 














R. J. ANDREWS GUY W. ANDREWS ROBT. S. ANDREWS 


ANDREWS AGENCY 


General Insurance 
Oldest Agency in Sioux City Under One Ownership 
SURETY BONDS: Contract, Fidelity, Judicial 
INSURANCE: Fire and Tornado, Burglary of all Classes, Sprinkler Leakage, 
Auto Liability Workmen's Compensation 


602 Metropolitan Building Auto Phone 1370 








C. H. REYNOLDS JNSURANCE 


Bank and Insurance Building SURETY AND 
Dubuque, Iowa MUNICIPAL BONDS 














WM. E. SCHMICH INSURANCE AGENCY 
All Kinds of Coverage 


General Agents GUARANTY LIFE INSURANCE CO. of Davenport, Ja. 
CARROLL, IOWA 
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HAT is the proper basis for the 
sale of an agency? How may a 


prospective purchaser of an 
agency know whether he is getting his 
money’s worth or not? What way is 
there of measuring the value of an 
agency? Agents and new comers in the 
insurance business are vitally interested 
in the answers to these questions. 
Agency consolidations and purchases 
are frequently made. Sometimes an 
agency is sold for a high price and the 
buyer gets “stung.” 

It has always been contended that any 
agency is worth the amount of money 
represented by the commissions earned 
during the year preceding the sale. One 
year’s commissions has always been re- 
garded as the basis for negotiations. 
But frequently an agency sells for two 
or three times one year’s commissions, 
or sometimes for only half of a year’s 
commissions. What are the factors that 
influence the purchase price up or 
down? 

Ba * * 


In purchasing an insurance agency 
there is acquired only the expirations 
and the good will of the former owners. 
Roth are of a personal nature. Expira- 
tions very often mean little to the agent 
who purchases them. He finds that he 
cannot get on with the former owner’s 
customers. Insurance is written very 
largely through personal influence or 
standing. An agent has an appealing 
personality, and is able to build up a 
good business because he is popular 
and widely known. If such an agent’s 
business is purchased the new owner 
finds that it is no easy matter to renew 
it. When it is put on a cold, impersonal 
business basis the assureds soon get 
away from the new owner. Perhaps new 
business is written on about half of the 
expirations. In other words, one man’s 
customers cannot be transferred bodily 
to another agent without considerable 
loss. 

*x* * x 

This phase of a sale has more to do 
with the amount of business that can be 
kept on the books than the classification 
of risks. If it is possible for a new 
owner to pick up and carry on with the 
bulk of the former owner’s customers, 
the class of business does not make so 
much difference. However, if an agency 
has an exceptionally large proportion of 
its business in big lines it is not so easy 
for the purchaser to retain the business. 
3ig lines are targets for outside brokers 
and rival agents. They are being 
“worked on” constantly. It requires 
close attention, skill, and a wide knowl- 
edge of the business to keep large lines 
on the books. If the business of an 
agency is composed very largely of big 
lines, sooner or later they will get away 








“4 


L x 





JOEL TUTTLE 
Executive Secretary Southern Surety 
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from the new owner. When the bulk of 
the business is in smaller risks the pur- 
chaser of the agency has a much better 
chance to hold the business. 

HK ok o 

No agency should ever be purchased 
unless it is strictly understood that the 
seller is to remain out of the insurance 
business for at least five years. Unless 
this is done, the former owner of the 
agency can swing all of his customers to 
him in his new connection. It should 
always be remembered that a purchaser 
buys expirations only, and if the former 
agent remains in the market and is per- 
mitted to solicit the expirations, the pur. 
chaser of the old agency has very little 
chance to renew even a tenth of the 
business. 

x ok * 

It is sometimes hard for one who is aq 
stranger in a town to make a success of 
the insurance business through the buy. 
ing of an old agency. An agency pur. 
chased is much more successful if the 
business is acquired by a man who js 
known in the community, who has a 
good standing, and who has made some- 
thing of a success in another line of 
Lusiness. Such a man can immediately 
gct the business of his friends, and have 
at least an even chance of renewing 
most of the business purchased. The 
stranger is at a big disadvantage. The 
business will be withheld from him and 
given to inferior agents simply because 
he is not known in the town. For this 
reason, it is ordinarily poor policy for 
anyone to purchase an agency in a city 
where he has not become established. 

x * * 

In buying an agency the expense of 
conducting the office should not be over- 
looked. In the large cities this is an 
important factor. A small town insur- 
ance agency costs very little to maintain. 
Perhaps the services of one clerk are re- 
quired. The office rent is low, and the 
upkeep small. In the big cities exactly 
the opposite is true. An office force 
must be maintained, and every item of 
over-head is high.’ Thus, if a large 
price is paid for an agency, and, in ad- 
dition, the purchaser is faced with a 
heavy operating cost for the first year, 
the expenses at first are high, and some- 
times so heavy as to make the purchase 
of the agency anything but a bargain. 
Generally speaking, the two points to 
remember in buying an agency are that 
expirations and good will only are pur- 
chased. The agency and its business 
with the renewals guaranteed cannot be 
delivered. 


L. J. Dougherty, president of the Guar- 
anty Life of Davenport and former mayor 
of the city, was an interested spectator 
at several of the business sections. 





FRANK W, COATES 
Dubuque, Iowa 
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IOWA AGENTS’ CONVENTION NUMBER 


Breakfast Conferences Were Popular 


NE of the distinguishing features 
O of the Davenport meeting was the 

development of the breakfast con- 
ference idea originated at last year’s 
meeting at Sioux City. This year both 
pusiness days began at 7:00 a. m. At 
these breakfast conferences opportunity 
for a free and informal exchange of 
ideas was given- to all who cared to 
speak. There were no regularly sched- 
yled addresses. The entire time from 
7:00 to 9:00 was given over to what was 
really a sort of open forum. The attend- 
ance at these gatherings was surpris- 
ingly large considering the early hour 
at which they were held. More, every- 
body who talked seemed to be wide 
gwake and able to think and _ talk 
dearly. This particular feature of the 
Davenport meeting made a big hit and 
resulted in agents speaking their minds 
freely and without hesitancy. In this 
way, the things that were closest to the 
hearts of the agents came to the surface. 


HE first breakfast conference began 


with the word of greeting from 
James L. Case, president of the National 
Association. He outlined briefly the 


work that that organization is conduct- 
ing. He said that he had never before 
attended a breakfast conference and that 
the agents of lowa must be using some 
sort of a western virus in order to be 
able to function properly at 7:00 a. m. 
John Hynes, president of the associa- 
tion and chairman of the conference, ex- 
plained that the purpose of the gather- 
ing was to get a free exchange of ideas. 
On the first morning these questions 
were listed for discussion: 

(a) How can we establish a local 
board in each important community in 
the state? 


(b) How can we get ALL the agents 
to stand by these boards when estab- 
lished? 

(c) How can we get all the COM- 
PANIES to stand by the boards? 





Hynes Spoke for Davenport 





R. HYNES told of what the’ 
of Davenport are doing 


local board. He 


agents 
with their 
said that the organiza- 


tion meets with the Chamber of Com 
merce once a month and that at this 
meeting the agents have charge of the 
program. All of the agents of Daven- 
port belong to the Chamber of Com- 
merce as well as to the Davenport 
association. Mr. Hynes said that no lo- 


cal board of 
factor in 


agents can ever become a 
any community unless its 
members are affiliated with other prom- 
inent Civic organizations. 

Robert M. Evans of Des Moines said 
that long ago a Des Moines board was 
formed by a small group who gave lib- 
erally of their time to the organization 
work. Mr. Evans said that every local 
organization must have a central group 
of workers who are willing to carry 
most of the burden. E. S. Phelps of 
Burlington, Ia., said that at present 
there is no local association at Burling- 
ton, but conditions there are good be- 
cause of the activities of the board that 


formerly existed there. When the board 


was functioning at Burlington, the 
agents got together, discontinued cut- 
rate competition, and cooperated. Al 
though the board has ceased to exist 


this spirit of friendliness has been main 


tained up to the present time. 
‘Wig LYDE “ SMITH, president of the 
lowa Fire Prevention Associ: 
and special agent of the National 
erty of lowa, said that local 
should be organized by an outside man 
a disinterested party. He said that at 
the present time there is one town in 
lowa with 26 agents, all wanting a local 
board but no one is willing to take the 
lead. The influence of an outsider is 
needed. A stranger, Mr. Smith said, 
go into any and sell goods 
could not be “put across” by a 
man. Mr. Smith suggested 
lowa association use 
outside 


ition 
Lib 


boards 


can 
that 
local 
that the 
during the 
organizer to go through the 


town 


year an 


state and establish boards at important 
points where the agents are not at the 
present time organized. 

RESIDENT HYNES in discussing 


the dues said that most members last 


year remitted only $7.50. All of that 
sum has to be sent by the Iowa asso 
ciation to the national body. Conse 
quently, it was necessary for the Iowa 
association to obtain more funds from 
some source. Mr. Hynes explained that 
he found there were 3,500 agents in 
lowa. He decided that if he could get 
$1 from each agent, the association 
could get on its feet financially. Ac 
cordingly, he selected 16 towns and 
asked the leading agents in those cities 
to go out among nonmembers and try 
to raise trom $1 to $5. There was a 
splendid response to this call with the 


result that a sufficient amount of money 
was collected to pay all 


outstanding 
bills and put the lowa 


association out 





























Description 
| Burglary 
Insurance 














We Want General Agents 
for the} Following Cities: 


Davenport 
Des Moines 
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D. V. Kirby, 
WESTERN SURETY COMPANY 


ae ie 


Keokuk 
Marshalltown 
Mason City 
Ottumwa 
Waterloo 


Vice-President 


Sioux Falls, South Dakota 








of debt. Mr 
ag that the 


1asized particu- 
financing the 


Hynes empl 
money for 


association during the remainder of the 
year came from nonmembers, men who 
would be unwilling to pay $7.50 or $10 
but from whom it was possible to col- 


lect $1 or $2 or $5. 





Hull Reported on Ottumwa 





E. HULL of Ottumwa in reporting 
J. for his city said that while there is 
Ottumwa the 
behind the 


no association at 
standing 


agents 


there are principles 


laid down by the Iowa association. Mr. 
Hull expressed the belief that if an out- 
side organizer were sent to Ottumwa a 
local board could be created there. At 
the conclusion of the discussions there 
were brief talks from John M. Thomas, 
western general agent of the Aetna, and 
W. B. Flickinger, general agent of the 
Philadelphia Fire & Marine. Mr. Flick 
inger said that a local board must be 
made useful not only to its members, 


but to the community in general. He 


said that local board and its members 
must be leaders in fire prevention move 
ments. The agents of a town, Mr. Flick 
inger declared, should be members ot 
commercial clubs, should cooperate with 
the fire department and should ict the 
citizens of the town see that its mem 
bers are not conducting a closed cor- 
poration that is of benefit only to them. 
Mr Flickinger said that local boards 
are at the basis of the success of any 
state association. John Berwald of Dav- 
enport, former mayor of the city, said 
that boards in his estimation is a harsh 
word and that any local organization 
should be called a social insurance club, 
or some other more pleasing name 
should be selected. Mr. Berwald said 
that now that boards have nothing to 
do with rates they can hardly be prop- 
erly referred to as boards 


OEL TUTTLI , executive secretary 
J of the Southern Surety, said that 
companies in appointments 
should support a organization of 
agents not simply passively but actively. 
Mr. Berwald, who preceded Mr. Tuttle 
as speaker, suggested that companies 
give consideration in making appoint- 


making 
State 


ments to whether the prospective agent 
belongs to his local board or not. Mr 
Tuttle said that such a plan, if foilowed 


to decid- 


by all companies, would tend 
f agents 


edly improve the calibre of 
brought into the business. 
E. H. Warner of Mason City said that 





E. H. MULOCK 
Member Executive Committee 





14 








E. M. McKINNEY 


State Agent 


Norwich Union Fire Office 
Eagle Fire Company 


MANAGER 


McKINNEY-LANTZ-CROSS 
CO., INC. 


General Insurance 


Securities Building, Des Moines 


‘“‘We Appreciate Your Business’, 














W. H. FAULKNER 


State Agent 


L. W. RICH 
Special Agent 
Representing 
United States Fire 
Insurance Company 
Richmond Insurance Co. 


U. S. Lloyds, Inc. 


WM. A. SEELY 
State Agent 
North River Insurance Co. 








TOM KELLEY 


INSURANCE 
SURETY BONDS 
EVERY KNOWN 

KIND 


201 Snell Bldg., Fort Dodge, lowa 











Duffield & Avery 


THE INSURANCE 
SERVICE AGENCY © 
G. S. AVERY 


Special Agent: 


New Hampshire Fire Insurance Co. 
County Fire Insurance Co. 
Granite State Fire Insurance Co. 


523 First Nat’l Bank Bidg., MASON CITY, IOWA 














E. H. Warner Company 


Insurors 





E. H. WARNER, Special Agent 
SVEA—HUDSON 
M. B. A. Building 


MASON CITY IOWA 








THE 





July 27, 1993 





the local board there was no longer in 
operation, but the agents were still ben- 
efiting from the work that it had done 
in former years. 

W. R. Weir, president of the Daven- 
port association, said that uniform forms 
have removed to a large extent the in- 


dividuality that an agent may put into 
his work in serving a customer. Mr. 
Weir pointed out that losses are also 


being handled by bureaus. 


tional Association, said that the local 
board is a vital problem. He explained 
that the national body has a field man 
who does organization work of just the 
kind discussed. Ile stated that this or- 
ganizer gets into a town, and asks all 
the agents if they will not meet with 
the other agents in the town to discuss 
a problem of common interest. In this 
way no mention of the plan to form a 
local board is made until all the agents 
are together in one room. Then the 
organizer outlines the entire plan. In 
Connecticut, Mr. Case said, the agent’s 
association is cooperating to a’very large 
extent with the field men of the state. 
The various field men send to the sec- 
retary of the state association a list of 
their agents. The secretary checks the 
list, marking with an X those who are 


ly ES L. CASE, president of the Na- 


members of the state association. Then 
the field men write to all of the non- 
members urging them to join. As a re- 


sult of this plan, an agent who is not a 
member gets from 10 to 25 letters on 
the same subject from all of his field 
men, the number of letters depending 
entirely upon the number of companies 
represented in the agency. The effect 
of receiving so many letters on the same 
subject is usually very much to the 
benetit of the association. In addition 
to this, the field men follow up their 
letters personally, and have succeeded 
in swelling the membership of the Con- 
necticut association to no small extent. 


T the breakfast conference on the 
second day, there were talks by 
James L. Case, president of the National 
Association, and John Hynes, president 


COMBATTING “CHEAP” INSURANCE | 


N the house organ of the American 
of Newark, Austin Mcllroy, the 
well-known agent at Columbus, O., 
gives some suggestions on the best way 
to combat “cheap” insurance. He says: 
When your customer or your prospect 
asks you to tell him why he should pay 
you the standard rate for his insurance, 
when he can save money by buying a 
mutual, reciprocal or cut-rate stock pol- 
icy from your competitor, what 
“brings home the 
Quite likely you have used a 
of answers. Have you studied 
perience to determine which 
most productive of good results? 
The experience here related is not of- 


answer 
bacon?” 

variety 
your ex- 
answer is 


fered as a new departure, but with the 
idea that it may be helpful to other 
agents who have been experimenting 


along the same lines, but who have not 
as yet reached conclusions in their anal- 
ysis of this problem, 


Follow Subjective 


Briefly defined, the writer's 
that your arguments should follow what 
may be termed the “subjective” rather 
than the “objective” method In a gen- 
eral way, arguments coming under the 
“objective” classification would be: that 
the particular mutual, reciprocal or cut- 
rate stock with which 
happen to be in competition is unsound 
financially; that its loss-paying record 
is unfavorable; that it management and 
local representation is incompetent— 
and other arguments of a similar char- 
acter Such contentions may occasion- 
ally win; on the other hand they will 
not suffice as ammunition where you 


idea is 


company you 


are up against a competitor whose rec- 
ord is clean—for instance, an old-time 
mutual of favorable reputation The 
saying, “Every knock is a boost,” has 
so much truth in it that one must be 
sparing in how he throws “word mis- 
siles” and “oral broadsides” at the ob- 
ject of his attack. 


of the Iowa association, both of whom 
urged that the present members interest 
themselves in getting additional mem- 
bers. Mr. Hynes said that Greek candy- 
men running small stores pay $50 a year 
dues to their national organization. 

Frank L. Erion, general adjuster of 
Fred S. James & Co., was introduced. 
Mr. Erion made a talk later at the regu- 
lar business session. 

O. J. Davis, state agent of the Home 
in Iowa, said that the lowa association, 
or any organization of agents is a handle 
by which the companies tan reach out 
and grasp the business. It gives the 
companies, Mr. Davis said, something 
concrete and definite to deal with. Mr. 
Davis pointed out that every company 
wants its field men to secure producing 
agents in all of the larger centers in a 
state. Thus, it sometimes happens that 
because of their desire to increase the 
agency plant, appointments are some- 
times made that do not reflect a great 
deal of credit upon the companies. Mr. 
Davis said, however, that if the agents 
would cooperate with the field men in 
the selection of representatives, there 
would be fewer undesirable appoint- 
ments made. 


a series of advertisements which he 
has been using in the local papers at 
Davenport. Mr. Berwald said that the 
most effective kind of advertising is that 
which is of an educational or instructive 
character. He read a number of adver- 
tisements which explained the various 
forms of coverage and which were 
signed by a group of agents, the mem- 
bers of the local boards. Mr. Berwald 
said that the agents have before them 
the chance of educating the public and 
that advertisements which enlighten in- 
surance buyers as to what they own and 
the extent of their coverage is of real 
benefit. Mr. Berwald said that the old 
style of advertising, simply giving the 
company’s name and its financial strength, 
is decidedly out of date and that today 
community advertising joined in by all 
members of the local boards and de- 
signed to educate the public is money 
well spent. 


oo BERWALD of Davenport read 


Personal Preference for Stock Insurance 


Consider now the “subjective” method. 
(The writer asks that readers of this 
article be not too critical in judging 
whether or not the use of the terms 
“subjective” and “objective” is technic- 
ally correct. At the moment no better 
definitions suggest themselves.) The idea 
is to emphasize yourself as the subject 
of the discussion; to interest the cus- 
tomer in the thing you have to sell; to 
convince him that the thing you are sell- 
ing is the best and the only thing he 
ought to buy regardless of price con- 
sideration. 

Center your arguments around the 

that you are building good- 
permanency for your agency— 
accomplish this you cannot af- 
chances by selling some- 
uncertain value. Let him un- 
that you know of no better 
build this good-will and _ per- 
than by caring for his insur- 
needs in time-tested, substantial 
that you would rather forego 
the temporary advantage accruing to 
you from the commission on “cheap” 
protection than to run the risk of 
ing his good-will. 

Representatives of 
cals and cut-rate 
quently use the 
ceive 


main idea 
will and 
that to 
ford to 
thing of 
derstand 
way to 
manency 
ance 


take 


companies; 


los- 


mutuals, recipro- 
stock companies fre- 
argument that they re- 
than the agents 
of conference companies. Nail this mis- 
statement and show your prospect that 
if you were concerned only with the 
commission consideration, you could se- 
cure greter returns to yourself by 
ing an inferior brand of protection. 
your prospect that to build permanency 
and stability, you must safeguard your 
business by selling policies only in com- 


less 


commission 


sell- 


Tell 


panies that have stood up under the 
“acid test’; that your “cut-rate” com- 
petitor may be here today and gone to- 


morrow, whereas 
years to come, 


you are building for 


a —— —:!: 


Use Elementary Methods When Necessary 


Your prospect may see the PrOPOsition 
in the right light if you make a comparj. 
son between his business and yours 
Suppose he is in the real estate business 
selling lots or homes in an Xclusive 
suburban allotment. Point out to him 
that the sort of competition he encoun. 
ters from promoters of inferior Subdi- 
visions—where one of the methods used 
to attract buyers is free barbecues and 
balloon ascensions—is the same brand 
of competition as arises between agents 
selling at conference rates and those 
dealing in cut-rate’ insurance, Your 
prospect, if he is fair, will admit that 
in his business he does not even regarg 
this as competition—to which you Say, 
“Ditto with my insurance, the thing | 
am selling is worth so much more jt 
isn’t good business to make a compari- 
son of prices.” 

The next time you have to argue 
against this sort of competition—ang 
the next time and the one after that— 
make a check-up of your experience ang 


determine what line of argument gets 
the best results. Once you adopt a def- 
nite line of attack you cut down the 


time consumed in unnecessary and point- 
less discussions. 





ANSWER TO THE QUESTION 
(CONTINUED FROM PAGE 5) 
see that your service rendered is worth 
to him more than all the commission 

you get out of the premium. 

The old saying is, “A company is 
judged by its agents.” It is equally 
true that an agent is judged by the com. 
pany he keeps. I say, “The company 
he keeps;” no wide awake insurance 
agent is going to keep a company that 
is not willing to join in and cooperate 
with him in his campaign of education 
and service, and when you get an 
“agency of service” and a “company of 
service” we have a “satisfied policyhold- 
er.” Thus we have a triple alliance that 
cannot be broken. The three are like 
a three-legged stool, no two can stand 
without the third, and when you have 
gotten your business to that point, you 
are not going to have any trouble by 
losing your clients, and no client is go- 
ing to tell you he can save your com- 
mission. 


Banquet Was a Success 

On the closing evening there was 2 
banquet at Credit Island. It was a speech 
less dinner. An _ excellent repast was 
served. Then the reports of officers and 
committees were brought in, Guy W. An- 
drews of Sioux City, the new president 
was introduced, and the gathering ad- 
journed. Out of ‘town members were thus 
given plenty of time to catch evening 
trains. During the afternoon there was 4 
program of sports and games on Credit 
Island, the banquet being the windup ol 
the day’s entertainment. 


Weir Celebrated Anniversary 

William R. Weir of the Weir & Meir 
Agency celebrated his 31st year as a local 
agent during the time of the Davenpon 
convention. Mr. Weir dates his insurance 
experience from the time he commenced 
operations in Davenport 31 years ago, al- 
though for some months prior to that he 
was a small town local agent. Mr. Weir 
invited John M. Thomas, western genera 
agent of the Aetna, Walter E. Miller “s 
the Westchester, George H. Bell of oA 
National of Hartford, W. C. Boorn o! te 
Hartford, W. B. Flickinger of the Phila- 
delphia Fire & Marine and A. R. Powre 
of the Fire Association to help him cele 
brate. 





TOURED THE TRI-CITIES 

On Wednesday afternoon there W® 
an automobile trip through Davenpory 
Rock Island and Moline (the a 
that was greatly enjoyed by all. 4 
big arsenal at Rock Island was visited. 
In the evening there was a dance 0M pea 
of the Mississippi river steamboats, © 
those who did not care to take the ae 
trip were given tickets to the leacini 


, ‘ ‘ f avenport. 
motion picture theatres 0! Daven} 


was 
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equally RECTION of a building for the Che present investigation is designed wooden top floor on sleepers, in cin- tions of the building, taken in the direc- 
1e com- E purpose of setting it on fire and to develop more definite information on der fill, was placed on the concrete tion of the travel of the fire. 

ympany studying the effect of the flames temperatures engendered, and also on base floor in some of the tests. In Everything of combustible nature was 
surance has recently taken place at the United the possible duration of fires in typical others there was only the cement fin- destroyed by the flames, except portions 
av ts States Bureau of Standards at Wash- buildings and occupancies. The possi- jsh floor. The window openings were of the sleepers in the cinder floor fill. 
operate ington, D. C, This undertaking was a bilities of intensity and duration _are provided with pivoted, incombustible The contents of metal filing cases were 
ge part of a series of investigations to ob- matters of considerable uncertainty shutters for regulation of air supply to totally consumed. The contents of in- 
mi tain information on the intensity and even for a specific building and con- give maximum fire conditions. In some sulated safes, of types suitable for use 
get an duration of fires in buildings. Facts tents. Much depends on the conditions tests there was the introduction of con- in office buildings of fire-resistive con- 
pany ot bearing on these points are necessary under which the building burns, the ditions simulating an exposure where struction, were fully preserved. The 
cyhold- in connection with fire tests under way wind and air supply and the origin of fire enters in considerable volume from temperatures in the safes corresponded 
ice that at the bureau to determine the fire-re- the fire—whether from within the build- the adjoining rooms or buildings, this to those obtaining after a one-hour ex- 
are like sistive value of building materials and ing or room or from exposure. For introduction being accomplished by ig- posure in a test furnace. It is appar- 
n stand building constructions, such _as_ parti- the purpose of this investigation it was niting a considerable amount of readily ent that to be conclusive further experi- 
yu have tions, columns and floors of different necessary to choose the conditions combustible material at one point, the ments will be necessary, particularly to 
int, you materials and design. These latter likely to produce maximum intensity fire starting at one end of the building determine the effects of larger room di- 
uble by tests have hitherto been made in fur- or duration. A one-story brick and con- and progressing to the other end in 10 mensions on intensity and duration of 
t is 20- naces where the fire exposure is regu- crete building, 16 by 30 feet, was fitted to 15 minutes. Measurements made at. the fire. : 
ur com- lated in intensity according to a defi- up with discarded furniture to represent about 40 points gave a record of tem- The pictures show the “office” room 

nite time-temperature relation. fairly severe office occupancy. A peratures for different levels and sec- before and after the test. 
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Davenport Royal Welcome 


In all of the leading stores of Daven- 
port during the convention, signs reading 
“Insurors—we’'re glad you're here,” were 
displayed. The business men of Daven- 
port seemed to be interested in the meet- 
ing. At the meeting of the Kiwanis Club 
on Thursday noon, the insurance men 
were guests of honor. James L. Case, 
president of the National Association, 
broadcasted a talk over the radio from 
the Palmer School of Chiropractic on 
Wednesday night. Mr. Case talked on the 
relations of the public to the insurance 
business. He spoke for 15 minutes and 
sent out a very worth while message. 





Treasurer’s Report 
Secretary and Treasurer E. F. Sten- 
ger in his annual report showed balance 
on hand Sept. 1, 1922, $431.06; total re- 
ceipts, $2,513.56; total amount expended, 


$2,266.77; leaving $246.79 in bank. In 
the report it was stated that 35 agents 
contributed $154.50 last year. The 


amount so paid ranged from $1 to $5. 
Their business, they felt, did not justify 
them in contributing and supporting the 
National association. There are 170 
members of the Iowa state association 
who are members of the National asso- 
ciation and the 35 agents are classified 
as members of the state association only. 





HOW TO KILL AN ASSOCIATION 

1. Don’t come. 

2. If you do come, come late. 

3. If too wet or dry, too hot or too 
cold, don’t think of coming. 

4. Kick if you are not appointed on 
a committee, and if you are appointed, 
never attend a committee meeting. 

5. Don’t have anything to say when 
you are called upon. 

6. If you do attend a meeting, find 
fault with the proceedings and work 
done by other members. 

7. Hold back your dues, or don’t pay 
them at all. 

8. Never bring a friend who 
think might join the association. 

9. Don’t do anything more than you 
can possibly help to further the asso- 
ciation’s interests; then when a few take 
off their coats and do things, howl that 
the association is run by a clique.— 
The Iowa Insurer, Published by the 
Iowa Association of Insurance Agents. 


you 





USED INITIAL FEE PLAN 

The plan of charging a registration 
fee of $3 was followed. The fee included 
charge for banquet tickets, ticket on 
Mississippi Excursion boat and _ ticket 
to the Capital Theatre or any other mo- 
tion picture house in the city. Every- 
one who attended registered, and in this 
way the actual expenses were defrayed. 





The Federal Surety held open house in 
a room near the convention hall. Many 
of its representatives attended the meet- 
ing. The company distributed an inter- 
esting booklet entitled “The Story of The 
Arsenal,” it being an interesting descrip- 
tion of the Rock Island Arsenal across 
the river from Davenport. 





Many agents at the Davenport meeting 
visited the home office of the Security 
Fire. E. E. Soenke, secretary and man- 
ager, was on hand to extend hospitality 
to all visitors. 
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WHERE TO SELL PROFIT AND 
U. & O. INSURANCE 


Question—With the revival of busi- 
ness in my city I am convinced that 
there is a big field for the sale of profit 
insurance. Is it your opinion that most 
agents sell this form of insurance prin- 
cipally to manufacturers, or have you 
observed that owners of mercantile es- 
tablishments of one kind or another are 
good prospects? In other words, what 
class of risks offer the best opportuni- 
ties for the sale of this kind of insur- 
ance? 

Answer—Some _ underwriters who 
have given the subject special attention 
and study insist that profit insurance is 
not the proper coverage for a mercan- 
tile risk, for the reason that a profit 
coverage does not correctly measure the 
insured’s loss. Their argment is that if 
a merchant turns over his stock three 
times each year—once every four 
months—the stock on hand at any time 
represents four months’ profit. Should 
the concern burn out and the insured 
be able to obtain other adequate quar- 


ters and duplicate the burned stock 
from 100 different sources, so as to re- 
sume normal operations with a nice, 


new, clean stock, within one month after 
the date of the fire, his loss would be 
correctly measured by the 30 days dur~ 
ing which he was put out of business. 
This for the reason that he would go 
on making his customary profit for the 
remaining three months out of the four. 

If under a profit insurance policy he 
should be indemnified for the full four 
months’ profit on the burned stock, and 
would then go on making his customary 
profit for three months out of the four, 
his recovery would go way belond the 
primary purpose of insurance, which is 
indemnity. Such a _ condition would 
seem to be against public policy in fur- 
nishing a constant temptation to mer- 
chants, to carry profit insurance, burn 
out, collect their profits, resume after 
small delay, and then make the same 
profits all over again. 

It is rather generally contended that 
the proper subject for profit insurance 
is a manufactured stock stored in ware- 
house or factory, or elsewhere awaiting 
delivery. The destruction of such man- 
ufactured stock derprives the insured of 
the profit which his factory has actu- 
ally made through his manufacturing 
processes. He cannot go out into the 
market and replace his manufactured 
product from wholesalers and jobbers 
as a merchant does, for his stock is in 
his distinctive style. Further, quality 
and size, etc., can only be replaced by 
his own slow laborious manufacturing 
processes. The use and occupancy pol- 
icy form for manufacturing risks 
specifically excludes liability for replace- 
ment of finished goods. Thus, the man- 
ufacturer, unlike the merchant, is en- 
titled to both use and occupancy and 
profit insurance. But in the case of the 
manufacturer, the use and occupancy 
and the profit policies cover upon two 
separate subjects. The use and occu- 
pancy contract protects the manutac- 
turer for profits which he would prob- 
ably earn during the term following the 
fire; the profit policy indemnifies him 
for the profit which he has_ already 
earned up to the date of the fire, 


LIABILITY FOR AUTOMOBILE 
THEFT FROM GARAGE 


reading and 
coverage clause 


Question—The exact 
punctuation of our 
reads: “Coverage A. Against direct 
loss or damage to the automobile 
hereby insured caused by fire arising 
from any cause whatsoever, including 
explosion, self-ignition and lightning, 
whether fire ensues or not; also while 
being transported in any conveyance 
by land or water, against loss or dam- 
age caused by the stranding, sinking, 
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collision, burning or derailment of such 
conveyance; also against general av- 
erage and salvage charges for which the 
member is legally liable; also against 
loss or damage if amounting to $25 or 
more on any single occasion by theft, 
robbery or pilferage by any person or 
persons other than those in the em- 
ployment, service or household of the 
member, whether the theft, robbery or 
pilferage occurs during the hours of 
such service or employment or not.” 

A, who owns two cars and keeps 
them in the same private garage, places 
the insurance on one of the cars with 
us. Thieves broke into A’s garage 
and stole therefrom the car upon which 
we hold no insurance and at the same 
time of stealing this car they cut and 
mutilated the wires and put emery 
dust in the transmission of the car on 
which we have the insurance. 

The facts were reported to us and 
proof of loss made. At first glance we 
were inclined to refuse to accept lia- 
bility but after studying our coverage 
clause as above set out, we came to the 
conclusion that this was loss or dam- 
age by theft, and we paid the claim. 

When we submitted our report to 
the reinsurance company they declined 
to accept liability. 

Of course, the writer could submit a 


brief on his position as well as the let- 


ter of refusal from the reinsurance 
company, but as we are putting the 
matter up to you for a decision we 


feel it is best to refrain from argument 
or comment and merely give you the 
facts which we believe we have set 
out in full. 

*k *k * 

Answer—This is a very interesting 
case. Owing to the nature of the claim, 
it is necessary to follow very carefully 
the wording of your insuring clause. 
Your policy provides protection against 
theft, robbery, or pilferage. In this 
case the damage was evidently the re- 
sult of malicious mischief. In the evi- 
dence submitted there is no indication 
that the thieves who stole the one car 
did the damage to another or had any 
intention of stealing the car insured in 
your company. The facts show that 
the wires were cut and mutilated and 
that emery dust was put in the trans- 
mission. These things would hardly 
be done by thieves intending to steal 
a car. The insured car was merely 
disabled, but there is nothing to show 
that an attempt was made to steal the 
car. Your company is liable for a 
theft or an attempt at theft, but unless 
this can be proven, there is no liabil- 


ity. It would seem that in this case 
the assured was the victim of spite 
work for which your company can 


hardly be expected to pay. It has not 
been proven that the thieves who stole 
the one car, did damage to the insured 
car, or that the damage occurred at 
the time of stealing the other car. It 
is quite possible to understand that for 
the sake of business reasons, such a 
claim would be paid, but under a strict 
interpretation of the insuring clause 
of your company, there is no liability 
in our opinion. 

FIGURING DEPRECIATION 

IN SETTLING A LOSS 


Question—Just how is the question of 
depreciation handled in settling a loss? 
The standard policy states that depreci- 
ation shall be taken into account in case 
of a loss. What is to be done, for in- 
stance, on a frame building made of 
white pine, which it is almost impossible 
to get now, kept in good condition by 
frequent painting? In the east, there 
are many buildings that are two or 
three hundred years old made of white 
pine or other durable wood, and if 2 
percent a year depreciation were taken 
off, the buildings would be valueless. In 


=a, 
—= 


making a settlement, just how is de. 
preciation figured? 


i * * 

Answer—There can be no hard and 
fast rule laid down to cover depreciation 
in the settlement of a loss. If a build. 
ing is kept in a good state of repair 
and is used for the purpose for which 
it was originally erected, it is not fajr 
to charge up more than 25 or 30 percent 
depreciation. The age of a building has 
not so much to do with depreciation as 
the care which it is given. Some ad. 
justers are inclined to mark off 2 per. 
cent a year for depreciation, but if this 
course is to be pursued, there should 
be a limit fixed, such as 30 percent as 
a maximum. That is, a limit should 
exist, providing the building has been 
well taken care of. 

It is not difficult to see that the ac. 
tual amount of depreciation would yary 
considerably, depending upon the care 
given a risk, its occupancy, etc. For 
example, a building which has been oc. 
cupied by a number of tenants of ya. 
rious kinds, is at the end of ten years 
worth much less than the building 
which has been occupied continuoys|ly 
for the purpose for which it was orig- 
inally occupied by one te nant 
It is incumbent upon a company to 
replace a building with materials of “like 
kind and quality,” and as you point 
out, it is often true that a building that 
1s even 100 years old is really in an ex. 
cellent condition if it has been care- 
fully preserved, frequently painted, and 
regularly repaired. The figuring of de- 
preciation requires considerable judg. 
ment and experience. There is really 
no “system” that can be used to cover 
it. 


An Argument 
for Full Cover 


N excellent pointer for those who 

are attempting to cover _ their 
clients with every possible insurance 
coverage is contained in the following 
instance reported from South Africa: 


“No,” our star agent, “I don't 
believe in letting a man go for a single 
thing. If you get his ‘life’ you should 
have his fire, his employer's liability, his 
plate-glass, everything! Now I remem- 
ber years ago missing a railway 
connection at a small dorp in the Trans- 
vaal, so I went into the town and fixed 
up to the night. As luck would 
have it, I struck up an acquaintanceship 
with a man we'll call Jones who was 
about to open a store there. This hap- 
pened about six years ago. Jones got on 
jolly well, and he 


said 


some 


Stay 





gave me everything, 
oh everything. Two weeks ago we had 
a claim. It was something like this. 
Poor old Jones had been out in his 
motor-car doing business at the sur- 
rounding farms. He reached his store 


about 6 o'clock in the evening, just about 


closing time. As he went to turn the 
car into his garage alongside his store 
a child ran right in front of him. He 


took a quick turn, jammed on his accele- 
rator by mistake and shot right through 
his plate glass window into the store. 
Motor broke out into flames, destroyed 
the car, burnt down the store, killed 
him, killed his chief assistant, broke 4 
leg and two ribs of his clerk. His cash- 
ier got panicky and ran away. When 
he had gone two miles, thought, as the 
store was destroyed, that he might 4s 
well take the train as he had £200 in cash 
in his pockets belonging to Jones. 


“So we had to pay for the car, the 
store, the contents, the plate glass, 
workmen’s compensation on the assistant 


and clerk, and Jones’ life policy, to say 
nothing of the fidelity guarantee on oe 
cashier. 

“Oh, yes, too, I forgot to tell you thet 
Jones had a reserve store at the other 
end of the town. Whilst all the in 
habitants of the dorp were watching > 
flames and waiting for the water supply 
promised by the village council for the 
year 1928, burglars broke into the Té- 
serve store and got away with a wagon 
load of goods. 

“T reckon to 
every risk in 


- 


twenty years! 


write every policy vw! 
that dorp for the ne 
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TAYLOR GRIMES, PRESIDENT E.R. BENNETT, DIRECTOR 
FRANK &. WHITE, SECRETARY FRED GERMAN, DIRECTOR 
DON B. SHAW, TREASURER SCOTT RAWSON, DIRECTOR 


GEO. A. WILSON, DIRECTOR 
GRAIN BELT INSURANCE COMPANY 


SIXTH FLOOR S. aL. BLDG. 
PHONE WALNUT 1617 


DES MOINES 


INSURANCE AGENTS : 


We have something attractive to offer you in the 
way of Agency Contracts for writing Hail Insurance on 
growing crops in Iowa and Illinois. 


The Grain Belt is a Stock Company with One Hundred 
Thousand Dollars ($100,000.00) Capital fully paid up. 


We write a liberal Policy for one, three or five 
years. 


Loss Adjustments are promptly made on a FULL VALUE 
basis at local MARKET PRICE. 


Write us for full particulars. 


GRAIN BELT INSURANCE COMPANY 














THE IOWA MANUFACTURERS 


FIRE INSURANCE CO. 


THE IOWA MANUFACTURERS 
FIRE INSURANCE CO., Waterloo, 
Iowa, insures City, Town and Farm 
property against fire, lightning and 
tornadoes, plate glass against acci- 
dental breakage and automobiles 
against fire, theft and collision. 


Our reputation for prompt service 
is well established. 


Agents wantedinunoccupied territory. 


HERMANN MILLER, Manager 














